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OVER 14,000 AGENTS IN 22 STATES PROVE THAT 


WESTERN SURETY COMPANY 


HAS THE KNOW-HOW ON SURETY AND FIDELITY BONDS 


SOME OF THE REASONS WHY WE HAVE 
14,000 SATISFIED AGENTS ... 


ten nel @ AN EASY TO READ ALPHABETICAL BOND 
RATE MANUAL 


@ ONLY ONE APPLICATION FORM FOR ALL 
TYPES OF BONDS 
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WESTERN SURETY COMPANY 


One of America’s Oldest Bonding Companies 


39 South LaSalle Building 1714 Cedar Springs at Akard Sioux Falls 102 East 9th Street 
Chicago 3, Illinois Dallas 2, Texas South Dakota Kansas City, 6, Mo. 
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VZ, Royal-Liverpool agents pick up the chips 
with a pat hand that can’t be topped, the 


Homeowners’ Sales Kit. 





Ask your Royal-Liverpool Multiple-line 
fieldman to deal you in for more “ Package- 


Policy”’ sales. 


ROYAL: LIVERPGOL 
Oniurtinee Group, S) 


CASUALTY * FIRE* MARINE®* SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 


ROYAL INSURANCE COMPANY LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. © ROYAL INDEMNITY COMPANY 
GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA * NEWARK INSURANCE COMPANY © STAR INSURANCE 
COMPANY OF AMERICA © AMERICAN AND FOREIGN INSURANCE COMPANY © THE BRITISH & FOREIGN MARINE INSURANCE 
COMPANY LTD. © THAMES & MERSEY MARINE INSURANCE COMPANY, LID. © VIRGINIA FIRE & MARINE INSURANCE COMPANY 
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REINSURANCE 


A continuing relationship 


Insurance Company of North America is the nation’s 
leading independent market for reinsurance. The posi- 
tion it holds in this field and the stability it maintains 
make a continuing relationship advantageous to you. 

With capacity and experience the North America 
Companies provide diversification and strength and 
the advantages of dealing with America’s oldest and 
largest stock fire insurance company. 

We invite you to discuss your Reinsurance require- 
ments with us. Write or telephone our Reinsurance 
Department. Or, if you use the services of a Reinsur- 
ance Broker, ask him to discuss your problems with us. 


REINSURANCE DEPARTMENT 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 





Phiicdelphia 1, Pa. 
Rittenhouse 6-7900 


Protect what you have © 























Bird in the 

















The mistaken department store detective thought he had a 
shoplifter . . . but the customer, and his lawyer, thought 
they had a case of false arrest. The “bird in hand” sang a 
$10,000 song — and collected. 

Stores are often the target of expensive false arrest suits 
and, because they are, they have a definite need for False 
Arrest Liability coverage. Such cases are not “rare birds” to 
Illinois R. B. Jones, so you can be sure the insurance will be 
written speedily, accurately and to the best advantage of 
both yourself and your client. 











IIlindis f.B. Jones Ine. 


175 W. Jackson Blvd., Chicago 4, ill.- WAbash 2-8544 
C. Reid Cloon, President 

1401 Peachtree St. N.E., Atlanta, Ga. * Emerson 2584 
Williom E. Lersch, Vice-President 


REPRESENTING 


Lloyds London 
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Black Puts up 


Strong Defense 
of Agency System 


Taking Agent's Pay to Lower 
Rates Is Easy but Will Cut 
Caliber of Representation 


The partnership agent and company 
in the agency system will not only 
survive but will 
continue to serve 
the insuring pub- 
lic for as long as 
it retains the will 
and inspiration to 
do so, Kenneth E. 
Black, president of 
Home, declared in 
his talk at the an- 
nual convention of 
National Assn. of 
Insurance Agents 
in New York. 

Many formi- 
dable changes confront this partner- 
ship, and they command the most 
imaginative thinking and resourceful- 
ness, he said. But this approach to in- 
surance distribution—the way it closes 
the gap between buyer and seller and 
keeps it closed with honest service, 
fair dealing, stability, confidence and 
good will created by a long record 
based on these fundamentals—has a 
distinctive advantage over all other 
insurance marketing systems. 

Any system that has produced such 
outstanding results over a period of so 
many years cannot lightly be tossed 
aside in favor of untested schemes, he 
said. From 1946 to 1955, 10 years, total 
writings of all capital stock companies, 

(CONTINUED ON PAGE 55) 
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Erskine Retires, 
John Neville New 
AIA Secretary 


James D. Erskine, secretary of 
American Insurance Assn., is retiring 
after more than 43 years of service in 
insurance. At a luncheon honoring him 
on his 25th anniversary with the asso- 
ciation, Mr. Erskine was presented 
with a handsome watch. 

John F. Neville, formerly associate 
secretary, has been elected secretary 
of AIA. 

A graduate of Hamilton College, 
Mr. Erskine began his insurance ca- 
reer with Underwriters Assn. of New 
York State in 1913. In 1921 he joined 
Northern of London. He went with 
Eastern Underwriters Assn. as assist- 
ant manager in 1929 and joined Amer- 
ican Insurance Assn., formerly Insur- 
ance Executives Assn., as secretary in 
1932. 

Mr. Neville attended Syracuse 
University, Fordham University law 
school and Brooklyn college law school. 
After private practice in New York 
City, he joined National Assn. of In 
surance Agents in 1946 as associate 
counsel. He was elected executive sec- 
retary and associate counsel in 1956. 
In 1951 he left to serve in the army 
as a captain in the judge advocate’s 
division, returning to NAIA in 1953 
as executive secretary and general 
counsel until last year when he joined 
AIA, 


C. L. Zook Named V-P 
of National Fire 


Directors of National Fire, at a meet- 
ing Monday, elected Chester L. Zook, 
general manager 
of the western de- 
partment, vice- 
president. 

Mr. Zook, a 
graduate of Baker 
university at 
Baldwin, Kan., 
started his insur- 
ance career with 
a local agency at 
Ottawa, Kan., in 
1925 and joined 
National in 1926 
as special agent 
in Kansas. In 1935 he was transferred 
to Michigan as special agent becoming 
state agent there the following year. 
In 1941, Mr. Zook was made agency 
superintendent in National’s western 
department at Chicago and in 1944 he 
was promoted to assistant manager. 
He was named associate manager in 
1951. Early this year he was promoted 
to general manager. 

Mr. Zook is a trustee of Cook County 
Loss Adjustment Bureau, and is a 
member of the western advisory com- 
mittee of Factory Insurance Associa- 
tion, the executive committee of Oil 
Association, the conference commit- 
tee, finance committee, and public re- 
lations committee of Western Under- 
writers Assn., and the western region- 
al committee of National Automobile 
Theft Bureau. 





Cc. L. Zook 
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Hiestand Succeeds 
McVay as President 
of Ohio Farmers 


J.C. Hiestand has been elected presi- 
dent of Ohio Farmers to succeed C. D. 
McVay, who was named chairman. 

In other top level changes, C. E. Cur- 





J. C. Hiestand Cc. D. McVay 


tis, vice-president and general coun- 
sel, was named executive vice-presi- 
dent and A. C. England, comptroller, 
was elected corporate secretary. 

Mr. McVay began his career with 
Ohio Farmers in 1922 as assistant gen- 
eral counsel. He was named executive 
vice-president in 1934 and president 
in 1940. 

Mr. Hiestand left Ohio Inspection 
Bureau in 1920 to organize Ohio Farm- 
ers’ automobile department. He was 
named secretary in 1932 and vice- 
president in 1949, holding both offices 
from then until his present appoint- 
ment as president. He is a past presi- 
dent of Insurance Federation of Ohio 
and Western Sprinklered Risk Assn., 
chairman of Ohio State Safety Council 
and a director of Underwriters Adjust- 
ing. 

Mr. Curtis joined the companies in 
1931 as assistant general counsel and 
was named general counsel in 1934 and 
vice-president in 1949. 

Mr. England began his insurance ca- 
reer as assistant treasurer of Ohio 
Farmers in 1918. He joined Monarch 
Fire as comptroller in 1929 and later 
served aS an examiner in the Ohio 
department. In 1946 he returned to 
Ohio Farmers as comptroller of the 
eastern department and was named 
home office comptroller in 1951. 
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Block Revised by 
IRIC to Make it 
More Competitive 


Rating System Simplified, 
One Loading Provided 
for All Other Perils 


By BERNARD P. MCMACKIN JR. 


NEW YORK—In a move which 
seems likely to make it considerably 
more saleable and competitive, the 
mercantile block program of Inter-Re- 
gional Insurance Conference has been 
revised extensively, rates have been 
reduced “substantially,” and the cover 
has been rechristened “commercial 
property coverage.” Forms and manual 
rules have been changed somewhat, 
largely for clarification, but an altered 
and simplified rating method is the 
meat of this development. 

Inter-Regional promulgated the com- 
mercial property coverage details to re- 
gional advisory and rating organiza- 
tions Sept. 14, with a request for prompt 
action “so that necessary filings may 
be accomplished as soon as possible.” 
It was pointed out that interested com- 
panies are anxious for prompt consid- 
eration of the changes. As heretofore, 
filings are to be made concurrently by 
fire insurance rating organizations, In- 
land Marine Insurance Bureau and Na- 
tional Bureau of Casualty Underwrit- 
ers. 

Rating procedure is basically as be- 
fore, i.e., with an account rate promul- 
gated—or the tentative rate verified— 
by the fire rating organization. How- 
ever, elaborate burglary and theft rate 
computations have been discarded in 
favor of a single loading for “all other 
perils” according to commodity and 
territory. This also eliminates the sup- 
plementary theft manual which was, in 
effect, a special edition of the mercan- 
tile open stock section of the burglary 
manual with somewhat reduced rates. 

Heretofore, the account rate was ar- 
rived at, ultimately, by dividing the to- 
tal average values of property at all 
declared locations (or limits of liability, 
for non-reporting risks into total pre- 

(CONTINUED ON PAGE 54) 
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Maine Agents Re Reelect Ladd President 


Maine Assn. of Insurance Agents has reelected Edward R. Ladd of Rockland 
president and all other executive officers at the annual convention at Rock- 
land. Elected to the executive committee were Herbert W. Chalmers of Bridg- 
ton, chairman, Robert S. Winslow of Portland and Leon F. Higgins of Bangor. 


Holds Sonic Boom Losses Covered in Okla. 


OKLAHOMA CITY—Breaking of the sound barrier by jet planes also broke 
into the insurance business this week with an opinion by Joe B. Hunt, Okla- 
homa commissioner, that damage caused by the sonic boom is covered under 
the explosion provision of policies providing extended coverage. Mr. Hunt sug- 
gested that persons whe suffered damage as a result of incidents during the 
recent National Aircraft Show in Oklahoma City should file claims with their 


(CONTINUED ON PAGE 16) 
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Insurance and Reinsurance 


for experienced attention 


use a STEWART, SMITH office 


NEW YORK, N. Y:........: 116 John Street 
CHICAGO, Illinois...... Board of Trade Bldg. 


PHILADELPHIA, Pa...... Public Ledger Bldg. 


BIRMINGHAM, Ala...... Frank Nelson Bldg. 
MONTREAL, Canada......... Sun Life Bldg. 
TORONTO, Canada ............... 897 Bay Street 


LONDON E.C. 3, England ...1 Seething Lane 


always at your service 


Around the Clock 


For Brokers « Agents « Companies 




















the value of your 


Insurance Agent 


Everyone has something to 
sell—something to contribute to a better life— 
something that someone else is willing to buy. 


Your local insurance agent sells protection 
against those hazards that are predictable 
except for time and place. His training en- 
ables him to interpret coverage for his clients, 
to suggest the best possible safeguard, and to 
assist in the settlement of claims. His counsel is 
worthy of your consideration. Let him survey 
your policies and bring your protection 
up-to-date. * 


%Two-color reprints of this advertisement without 
Company nome are yours for the asking. Write us. 


PAWTUCKET MUTUAL 
INSURANCE COMPANY 
25 MAPLE STREET, PAWTUCKET, RHODE ISLAND 
Incorporated 1848 





Never underestimate 











N. Y. Agents to Get 
Compulsory Briefing 
at Regional Meetings 


Representatives of the New York 
state department of taxation and fi- 
nance and the bureau of motor vehi- 
cles will attend 17 regional meetings 
during the next few weeks to brief 
agents on their role under the state’s 
compulsory auto insurance law which 
goes into effect Jan. 1. 

The meetings have been arranged 
by New York State Assn. of Insurance 
Agents and Mutual Agents Assn. of 
New York. 

Meetings scheduled by the stock 
company agents are Olean, Oct. 8; Buf- 
falo, Oct. 9; Geneva, Oct. 10, Tupper 
Lake, Oct. 22; Utica, Oct. 23; Sche- 
nectady, Oct. 24; Garden City, Oct. 30, 
and Middletown, Nov. 1. 

Meetings scheduled by the mutual 
agents are Olean, Sept. 18; Buffalo, 
Sept. 19; Rochester, Sept. 20; Albany, 
Oct. 1; Newburgh, Oct. 2; Long Island 
City, Oct. 3; Potsdam, Oct. 17; Syra- 
cuse, Oct. 18, and Binghamton, Oct. 19. 





Okla. Credit Cover Ruling 


Commissioner Hunt of Oklahoma has 
sent a notice to insurers requiring them 
as of Nov. 1 to advise persons receiving 
credit life or credit A&S insurance of 
their coverage and insurer and premi- 
um. All insured must receive either an 
individual policy, group certificate or 
other memorandum with a statement 
as to extent of coverage, name of insur- 
er and amount of premium. 

Mr. Hunt explained that many people 
buying credit insurance in connection 
with credit sales do not know what part 
of the charges are for insurance, some 
of them believing the premium is a 
large portion of the charge. Others do 
not know even that they have coverage 
or with what company. 





Elect Dalzell at Kokomo 


Kokomo (Ind.) Insurance Board has 
elected Harry J. Dalzell president, 
Robert Harness vice-president, and 
Marie Hadley secretary-treasurer. The 
outgoing president is John L. Kiley. 


N. H. Agents Elect 
Lamson President 
to Succeed Robinson 


New Hampshire Assn. of Insurance 
Agents elected Seth G. Lamson of New 
London president to succeed Edward 
G. Robinson of Lancaster at the annual 
meeting in Crawford Notch. 

Other new officers are Frederick J. 
Griffen of Manchester and Raymond 
Blake of Portsmouth, vice-presidents 
and Archie Slawsby of Nashua, state 
national director. 

Members of the executive commit- 
tee are Mr. Robinson, chairman, and 
Charles Bilodeau of Berlin, Eugene 
Soles of Portsmouth, C. Wellington 
Clark of Keene, Edward Cavaney of 
Hanover, Philip Dunlap of Concord, 
Arlon Jennison of Nashua, Henry 
Weston of Claremont, Frank Yudickey 
of Tilton and Ronald Tessier of Man- 
chester. 





Travelers Seeks to Bar 
Reopening of TV Case 


Travelers Broadcasting Service has 
asked Federal Communications Com- 
mission to dismiss a petition by Hart- 
ford Telecasting Co. to reopen the 
Hartford channel 3 cases. 

Hartford telecasting, in a petition for 
a rehearing, asked that the record be 
reopened and that several rulings 
against it be reversed. In effect the 
request asked that the FCC reverse 
itself and award channel 3 to it instead 
of Travelers. 





Gold Seeks $300,000 Budget 


Commissioner Gold of North Caro- 
lina has requested the state advisory 
budget commission to increase the de- 
partment’s annual budget from $257,- 
000 to $300,000 and to add ten new 
persons to his staff. He asked that he 
be allowed to rent electronic data 
equipment to speed filings of agents’ 
licenses and company reports. Among 
the new personnel, Mr. Gold wants two 
fire training officers for a rural and 
volunteer fire department training pro- 
gram. 








WABASH FIRE AND CASUALTY INSURANCE COMPANY 


INDIANAPOLIS, INDIANA 
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Eastern Agents Review Number of 
Problems, Hear Doremus on PR 


A number of suggestions for im- 
provement in forms, handling, etc., has 
been made. by 
agents in Eastern 
Agents Confer- 
ence, and several 
of these were de- 
scribed by John J. 
Maguire of Phila- 
delphia, confer- 
ence chairman, at 
the EAC midyear 
meeting during 
the NAIA conven- 
tion in New York. 

Frederick Ww. 
Doremus, manager F. W. Doremus 
of Eastern Underwriters Assn., out- 
lined the vigorous public relations 
program his organization is working 
out with agents in EUA territory. 
This is built principally around fire 
safety, cleanup week, traffic safety and 
driver education, he said. The EUA 
plans for fall will take the program 
into almost every EUA state. Penn- 
sylvania, of course, has been under 
way for some time, Connecticut is 
getting under way, and New York and 
New Jersey are in the planning stage. 

Arthur B. Fair of Natick, Mass., 
vice-chairman, presided over part of 
the session, and E. Stuart Windsor of 
Baltimore said there was no confer- 
ence committee report because of va- 
cations and the early NAIA conven- 
tion. 

The 1957 annual meeting of EAC 
will be held in Washington, D. C., 
1958 in Atlantic City, 1959 in Boston, 
1960 (tentative) in New York, and 
1961 in Philadelphia with the NAIA 





* midyear. 


Short rate cancellations for rate re- 
ductions and reductions in insurance 
amount are 1890 stuff, Mr. Maguire 
said. These items should be prorated, 
only bona fide cancellations short 
rated. 

His suggestion that it is time Home- 


owners C was made the equivalent 
of A and B by removing the $50 theft 
loss deductible drew applause. He 
said it also has been suggested that 
homeowners and the dwelling forms 
be extended to include reimbursement 
for loss of income because of damage 
by fire or other peril to insured’s place 
of work. This cover can presently be 
written but is cumbersome. 

One suggestion was to find a way 
to reduce the tremendous volume of 
printed material put out by the com- 
panies, perhaps by having all items 
clear through one point. Each of about 
200 companies doing the same thing 
puts out its own literature, and the 
agent has to read and select or throw 
it away. 

Also, Mr. Maguire reported, the sug- 
gestion has been made that a com- 
mission be appointed, comprised of 
representatives of all kinds of insurers, 
to reduce the number of forms and 
get some order and uniformity out of 
the present chaos. 

He asked agents to suggest ideas for 
helping companies offset high under- 
writing losses—higher rates, an op- 
tional deductible of $100 to $250 across 
the board on physical damage, pairing 
of claims of insured when agents know 
they exceed losses, and the graduated 
rates on dwellings as in Texas. 

Morton V. V. White of Allentown, 
Pa., said the worst thing that has 
ever hit his office for long dreary 
drudgery is the making of any 
change on an installment policy. The 
business needs a formula to simplify 
this. Pro rata cancellation on partials 
would help, Mr. Maguire said. The 
business had better get rid of this one 
fast, Mr. White suggested, and his re- 
mark drew big applause. 

Huntington Bloch of Washington, 
D. C., urged that Factory Insurance 
Assn. provide some competition on 
big buildings of which his city is 
getting a number. 





WRITE TO 


THE Pio Site Lire 


COLUMBUS, OHIO 


A COMPLETE LINE OF LIFE, HEALTH, ACCIDENT AND HOSPITAL COVERAGE 





Your clients need 

life insurance, too. 
And you should 

be making the extra 
profit dollars that go 


with selling it to them. 











We invite inquiries for: 
ADMITTED REINSURANCE 


We offer: 


SPEED OF OPERATION 
IMMEDIATE DECISION 


as casualty reinsurance underwriters and managers 


for this pool of companies . 


THE NORTHERN ASSURANCE COMPANY, LTD. . 
CITIZENS CASUALTY COMPANY OF NEW YORK 
AMERICAN HOME ASSURANCE COMPANY 


We are underwriters only, not brokers. Our underwriters 
have worked with Lloyd's firms and London companies for 
periods totaling more than 70 years. 


AGENCY MANAGERS LIMITED 


BEN D. COOKE — MANAGING DIRECTOR 
102 MAIDEN LANE * NEW YORK 5, N. Y. 
Telephone: Digby 4-1752 Teletype: NY 1-4082 























Fer. Gigewl- 


— and we mean MORE money in your 
pocket — because you will write more in- 
surance if you represent and “sell” MUTUAL 
insurance as offered by LUMBERMENS of 
MANSFIELD. 














LUMBERMENS of MANS- 

— + cae is now omens 
ping you to meet an 

MULTIPLE LINES a competition by 
pACKAG writing Multiple Lines 
POLICIES and Package Policies 


with year-after-year 
premium savings. 


Write today for complete information on our Non- 
Assessable, Good-Will Policies and Services. 


The folder ““MONEY in Your POCKET” (pictured 
above) will help you write more insurance — 
EVERYBODY is interested in saving money on 
insurance premiums. 


(meld 


This folder is an “Agent's” envelope enclosure — 
it sells only YOU and your agency service plus 
the advantages of insuring in a MUTUAL com- 
pany. LUMBERMENS of MANSFIELD makes 
these folders available to all their Agents — just 
one of many ways we can help you to write 
more insurance. 
GOOD WILL POLICIES ACROSS THE NATION 


(QUMBERMENS 


MANS FIELO, OHIO 


BRANCH OFFICES 
Dallas, Texas 
Los Angeles, Calif. 
San Francisco, Calif. 
St. Louis, Mo. 
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You'll get AHEAD with HOLYOKE 


There’s no better build-up for you than quick settlement 
of your clients’ claims. Holyoke policyholders don't have 


time to get nervous waiting for 








a check Holyoke gives 24-hour 
service on all verified losses. 


Get the new 
PROMOTIONAL PACKAGE 


of selling aids 
from your special agent, 
or write to Holyoke Mutual 


That gives a client a good feeling 
about his agent, whether the loss 
is large or small 















It’s one way Holyoke helps its 
agents get ahead. 





Write TODAY for information 
about an agency appointment 









UTUAL 


INSURANCE COMPANY 


SALEM, MASSACHUSETTS 
FOUNDED 1843 


HOLYOKE-“==M 


FIRE 





Gillooly Joins Life 
Trade Association 


Commissioner Thomas J. Gillooly 
of West Virginia on Oct. 1 will join the 
legal staff of American Life Conven- 
tion, with headquarters at Chicago in 
the capacity of associate counsel. He 
has been West Virginia commissioner 
since 1953 when he succeeded Robert 
A. Crichton. 


Eby to Midwest Post 


for General Accident 
Charles R. Eby has been appointed 
assistant manager of the midwest de- 
partment of Gen- 
eral Accident. He 
joined the compa- 
ny two years ago 
as Minnesota 
branch manager. 
Mr. Eby began his 
insurance career 
in 1931 at Phila- 
delphia with In- 
demnity of North 
America and was 
later transferred 
to New York and 
then Roanoke. He 


Charles R. Eby 
later joined the Charles Lunsford & 


Sons agency at Roanoke and after 
three years was named vice-president 
of Insurance Corp. of Virginia, super- 
vising general agents for Manufactur- 
ers Casualty in Virginia. When the 
agency was sold, Mr. Eby continued 
with Manufacturers and was Chicago 
manager from 1948 until he joined 
General Accident in 1954. 


Babaco Offers IM Tips 


Babaco Alarms Systems is offering 
free information to multiple line un- 
derwriters, agents and brokers on as- 
pects of insuring goods in transit and 
on theft prevention aids. The informa- 
tion is being offered for the benefit of 
those who are not familiar with the in- 
land marine field but who are exposed 
to it as part of multiple block cover- 
age. Information may be obtained at 
Babaco, 723 Washington street, New 
York. 








Insurance Women of Baytown (Tex.) will 
sponsor a study course on the Texas physical 
loss form beginning in October. The associa- 
tion has called a special meeting, Sept. 24, for 
discussion of the new family auto policy. 


Peerless to Buy 
U.S. Business of 
Caledonian-American 


Peerless will purchase all outstand- 
ing capital stock of Caledonian-Amer- 
ican, wholly owned American subsid- 
iary of Caledonian of Edinburgh, Scot- 
land, and will assume the business 
and liabilities of Caledonian’s U. S. 
branch, according to W. S. Robertson, 
general manager of Calendonian, and 
Dudley W. Orr, president of Peerless. 

The transaction also provides that 
Peerless will assume the business and 
liabilities of the U. S. branch of Neth- 
erlands Ins. Co., previously managed 
by Caledonian. No exchange of Peer- 
less stock is included in these trans- 
actions which are to be completed on 
or about Dec. 31. No selling price was 
revealed. 

Caledonian-American’s __ capitaliza- 
tion consists of 8,000 shares of $100 
par value capital stock, all held by 
Caledonian. The agreement covers all 
direct fire and casualty underwriting 
carried on by Caledonian and Nether- 
lands except for ocean marine. 

Net premiums written in 1955, other 
than ocean marine, by Caledonian- 
American and by the U. S. branches 
of Caledonian and Netherlands were 
approximately $6 million. Peerless net 
premiums in the same period were 
about $12 million. 

Peerless will continue the represen- 
tation of agents of the Caledonian 
group and operations of Caledonian- 
American from its Hartford home of- 
fice under the present management of 
George L. Armstrong. 

Peerless, founded in 1901, also holds 
a controlling interest in United Life & 
Accident. Caledonian was founded in 
Edinburgh in 1805 and started doing 
business in the U. S. in 1885. The com- 
pany formed Caledonian-American in 
1898. Netherlands, founded at The 
Hague in 1845, started doing business 
in the U. S. in 1913. 





West Virginia Insurance Club will 
hold its annual meeting at Beckley Oct. 
2. The club embraces insurance agents 
from Raleigh, Fayette, Mercer, Green- 
brier, Monroe, Wyoming, and McDow- 
ell counties. 
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And Good News for 
Local Agents, too! 


Great American agents now have at their disposal 

an effective sales aid that makes it easy to sell the 

popular new Homeowners Policy. One of a series 

_ of recently developed, highly effective promotion 

pieces, it gets attention by use of eye-catching color 

... gets action by providing its own application 
blanks—all ready for closing quick sales! 

Ask the Great American fieldman in your area 

to show you samples. Or, write directly to the 

home office, 1 Liberty Street, New York 5, N. Y. 


Great American 


croup oF Insurance Companies 


* Standard Stock Company Protection * 
18,000 LOCAL AGENTS + WORLD-WIDE FACILITIES 














Great American + Great American Indemnity 
FIRE - MARINE - CASUALTY - SURETY = American National Fire _* Detroit Fire & Marine 
Massachusetts Fire & Marine + Rochester American 
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Less Elected Presidnt of CPCUs at 
Annual Meet in Cincinnati; 500 Attend 


By BERNARD P. McMACKIN Jr. 


The population now embraces near- 
ly 1,700 CPCUs, insurance men and 
women who have achieved the indus- 
try’s professional designation. The 
convention of their fraternity—the So- 
ciety of Chartered Property & Casu- 
alty Underwriters—held last week at 


Cincinnati, was full of the sort of thing 
to be expected from such a group. 
Papers, panels and_ extracurricular 
sessions covered a multitude of sub- 
jects which require the best thinking 
of the business, within and without 
the ranks of CPCUs. 

Nearly 500 persons attended, the at- 
tendance swelling to better than 700 


for the traditional all-industry lunch- 
eon at which 217 successful candidates 
were eligible for formal conferment 
of the CPCU honor. 

M. L. Landis, counsel of Central Mu- 
tual of Van Wert, was elected presi- 
dent, succeeding W. V. Hall of San 
Francisco. R. O. Young, Cleveland man- 
ager of North America, became secre- 
tary, the only new name on the officer 
roster. James Wilson Jr., assistant sec- 
retary of Lumbermen’s Mutual Casu- 
alty, Summit, N. J., remains as treas- 
urer and G. E. Myers of W. A. Alex- 








PHILAMON LABORATORIES, INC. 


Westbury, L. I., New York 


protects its property 





gets better 


IRE ani BURGLARY 


PROTECTION and 
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The precise and exacting nature of the engineering and manufac- 
ture of Philamon’s tuning fork frequency standards demands 
extraordinary safeguards against conditions which might affect 
our operations. After a full year’s experience with ADT, we are 
convinced that our new 15,000-square-foot plant enjoys maximum 


protection at minimum expense. A 
e 
tted : President 


Philamon Laboratories. Inc., manufacturers of elec- 
tronic components. is typical of the hundreds of smaller 
industrial plants protected automatically by ADT. A 
combination of Central Station Burglar Alarm, and 
Sprinkler Supervisory and Waterflow Alarm, protects 
property, profits, and employees’ jobs at a lower cost 
than other less effective methods. 

Whether your premises are new or old, sprinklered or 
unsprinklered, there is an appropriate ADT Fire Alarm 
Service to detect fire and notify the fire department 


Controlled Companies of 


AMERICAN DISTRICT 
A NATIONWIDE 


Executive Offices: 155 Sixth Avenue * New York 13, New York 











automatically. ADT Burglar Alarm Service will aute- 
matically summon police when burglars attack. ADT 
Heating and Industrial Process Supervision will auto- 
matically detect and report other abnormal conditions. 


Moy we show you what ADT can do tor you? 


An ADT specialist will show you how combinations of 
automatic services can safeguard your property. Call our 


local sales office, or write to our Executive Offices. 


TELEGRAPH COMPANY 
ORGANIZATION 





ander & Co., Chicago, retains one of 
the two vice-presidencies. B. J. Daen- 
zer, vice-president of Security of New 
Haven, was advanced from secretary 
to vice-president. R. M. Morse, execu- 
tive secretary of the society and assist- 
ant dean of American Institute for 
Property & Liability Underwriters, 
will continue his dual functions. 

C. H. Rice, insurance manager of 
Babcock & Wilcox, New York, con- 
ducted a seminar on atomic energy 
developments. The flood insurance sit- 
uation was discussed by P. S. Parris, 
resident vice-president at Newark for 
Fidelity & Deposit. Informal panels on 
corporate insurance management, per- 
sonal package policy strengths and 
weaknesses, reinsurance and fire rat- 
ing techniques and problems were un- 
der the guidance of F. J. Flynn of New 
York; G. W. Roerink, research analyst 
American of Newark; J. D. Phelan, 
vice-president of American States, 
and W. H. Rodda, secretary of Trans- 
portation Insurance Rating Bureau. 

R. B. Robertson Jr., deputy secretary 
of defense, was the featured speaker 
at the all-industry luncheon. Confer- 
ment of the CPCU designation was 
made by H. J. Loman, dean of Ameri- 
can Institute. 

Among seminars conducted by vari- 
ous local chapters of the society, there 
were the St. Lawrence seaway proj- 
ect’s impact on the insurance business 
by Chicago; reducing wasteful and du- 
plicate costs in the acquisition of 
business by northern California; the 
financially irresponsible motorist by 
Boston; state regulation by Kansas 
City; federal income taxes’ effect on 
property and casualty premiums and 
losses by Cleveland, and malpractice 
coverage by St. Louis. 

One provocative panel session was 
devoted to wasteful and duplicated 
costs. Mr. Hall presided, with papers 
by F. B. Orr, Oakland agent, and H. 
L. Martin, dean of the school of insur- 
ance at Golden Gate College, San 
Francisco. Both engaged in some tail- 
twisting, with certain company prac- 
tices and functions drawing Mr. Orr’s 
fire and the currently controversial 
continuous policy-direct billing meth- 
ods being championed by Dean Martin. 
Mr. Orr said companies ought to cut 
out “subsidies”. Free stationery, long 
distance tolls and general agency com- 
missions for less than general agency 
services are expensive and often 
wasteful. Turning to or on the field 
man, Mr. Orr asked, “Isn’t the special 
agent just another horse and buggy 
tradition we cling to without realizing 
that modern communication and im- 
proved techniques in our business are 
stripping his place of all dignity, all 
authority and practically all of every- 
thing except expense?” In his experi- 
ence, Mr. Orr said, there is too much 
of a breach between the theoretical 
answer to the question, “what is a 
special agent?” and his actual function. 
He criticized particularly the tendency 
of some special agents to answer ques- 
tions by referring to an individual in 
the home office or blandly making un- 
authorized commitments and_subse- 
quently having to back down. 


Should the special agent be abol- 
ished? Mr. Orr said no. There is a 
function for him. Train the field man 
as an underwriter, either in multiple 
lines or in specialty lines, give him 
adequate authority and let him call 
upon producers the way a producer 
calls upon clients. 

Mr. Martin thinks producers should 
have more general draft authority on 
losses up to some figure, say, $150, 
both physical damage and third party 
liability. The company which permits 

(CONTINUED ON PAGE 8) 
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We invite you to write for the full story about 


a Monsanto product called Pydraul. We think you'll 


find it valuable because Pydraul offers a benefit 


of real interest to you and your clients... 





lower fire risk 


in plants where hydraulic equipment is used 


You write insurance. We’re chemists. 
Yet, we’re both concerned with a com- 
mon problem: the fire-hazard of hydraulic 
equipment operating near intense heat. 


Monsanto’s fire-resistant Pydraul F-9 is 
the first and only hydraulic fluid listed by 
the Underwriters’ Laboratories. 


In addition, independent tests con- 
ducted by Factory Mutual Laboratories 
resulted in the following report: “‘On the 
basis of these tests and ones previously 
conducted with petroleum base hydrau- 
lic oils and other types of less hazardous 
fluids, we consider that Pydraul F-9 
fits into the category of acceptable less 
hazardous fluids.” 


Pydraul F-9—first and only hydraulic fluid listed by Underwriters’ Laboratories 
“In respect to fire hazard, Pydraul is rated by Underwriters’ Labora- 
tories, Inc., 2 to 3 in a class much less flammable than paraffin 
(petroleum) oil, according to a schedule in which Ether is rated 100; 
Ondine 90-100; Alcohol (ethyl), 60-70; Kerosene, 30-40; Paraffin 


oil, 10-20.” 





WHERE CREATIVE CHEMISTRY WORKS WONDERS FOR YOU 


Where Pydraul fills hydraulic lines, the 
risk of hydraulic fire loss is practically 
none. In dozens of documented cases, 
line leaks have sprayed Pydraul directly 
into a source of ignition—and not one 
fire started. 


In your business, you value information 
about such safeguards to human life, 
equipment and property. Putting facts 
before a client or prospect is your one best 
way of converting him to safer prac- 
tices—lowering his risk and yours, too. 


We will be happy to send you our free 
booklet, “Pydraul F-9.” And to help 
you further, we will give money-saving 
facts about Pydraul to any of your 
clients you think would be interested. 
Just send us their names and addresses. 








TAX 


Write for this booklet. It tells you why, and how Pydraul is — 
used to lower fire risk. Explains why Pydraul is a better lubricant 
than petroleum fluids, is non-corrosive, chemically stable, safe 
to handle and may be re-used, over and over again. Ask for 
“Pydraul F-9" booklet. Address Organic Chemicals Division, 
MONSANTO CHEMICAL COMPANY, Dept. I-2, St. Louis 1, Mo. 


MONSANTO 


Pydraul: 
Reg. U.S. Pat. Of% 
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SERVICE 
GUARANTEED 


When you deal with companies in the 
Phoenix of London Group both you 


and your clients are guaranteed those 


service “extras” which make business 


easier and more profitable. 









































Phoenix of London croup 


55 FIFTH AVENUE * NEW YORK 3, NEW YORK 


PHOENIX ASSURANCE CO. OF NEW YORK 
COLUMBIA INSURANCE COMPANY. 
UNITED FIREMEN'S INSURANCE CO. 
LONDON GUARANTEE & ACCIDENT CO., Ltd. 
THE UNION MARINE & GENERAL INSURANCE CO., Ltd. 
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AMERICAN TITLE AND 
INSURANCE COMPANY 


RELIABLE INSURANCE 
COMPANY 


BALOISE FIRE INSURANCE 
COMPANY LIMITED 


EQUITY GENERAL 
INSURANCE CO, 


SWISS NATIONAL INSURANCE 
COMPANY LTD. 
(reinsurance only) 
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Landis Elected President of CPCUs at Annual 


(CONTINUED FROM PAGE 6) 





an agent to accept liability, interpret 
rules, classify risks, apply rates, ex- 
tend credit and act as a trustee for 
premiums should not be reluctant to 
give that agent moderate loss-settle- 
ment powers. In any event, if the 
agent cannot settle the loss—why not 
just a loss notice, without detail? Since 
the agent is not going to settle it, de- 
tail will have to be determined by the 
adjuster anyhow, notice is enough and 
a detailed report from the producer is 
duplication. Direct renewal billing, Mr. 
Martin said, is a natural and necessary 
corollary to continuous form policies. 
For the low-premium policy to which 
this treatment would apply, the proc- 
ess is mechanically performed to best 
advantage by the insurance company. 
Hue and cry from producers associa- 
tions blocked the continuous-policy 
method when all risks dwelling cover- 
age was pioneered. Yet, where contin- 
uous policies are the rule—as with 
fidelity bonds, some license and per- 
mit bonds and A&S—the agent seems 
to accept them without comment. 
Direct renewal billing relieves the 
producer of some of his bookkeeping 
problems, Mr. Martin said, and there- 
by frees him for production activity. 
He compared the agency with the 
sales force of an organization and 
stressed that bookkeeping functions 


naturally and rightfully belong else- 
where. Credit problems are eliminated 
by direct renewal billing, since the 
producer can explain, logically, that 
payment must be made directly to the 
company and that the agency is unable 
to advance any premiums. Mr. Martin 
spoke of a psychological advantage in 
having the company do the “dunning” 
rather than the agent. 

Opponents say direct billing cuts 
down the agent’s contact with his cli- 
ent. Mr. Martin asserts this to be a 
fallacious argument “because it pre- 
sumes that contacting an insured for 
a premium due is a good time to see 
him.” Some companies have discov- 
ered, Mr. Martin claimed, that contin- 
uous policies and direct renewal billing 
tend to stabilize the agent’s business. 
The company can agree contractually, 
he said, to protect its agents by stating 
that the expiration rights belong to 
them and, if the agent trusts his com- 
panies, direct renewal billing “projects 
the agent into the picture rather than 
eliminating him.” 

From the company’s standpoint, 
there are various advantages. “Free” 
insurance is eliminated. Paper fumb- 
ling between agent and company 
should be reduced. High costs on low- 
premium policies—a traditional buga- 
boo—would be cut by mechanization, 





Officers of Society of Chartered Property & Casualty Underwriters, elected 
at Cincinnati last week, are seated, left to right: M. L. Landis of Central Mu- 
tual, president; W. V. Hall of Ssan Francisco, outgoing president; G. E. Myers of 
Chicago, vice-president. Standing: B. J. Daenzer of Security of New Haven, 
vice-president; R. M. Morse, executive secretary and assistant dean of Ameri- 
can Institute; James Wilson Jr. of Summit, N. J., treasurer. R. O. Young of 
Cleveland, the new secretary, is not pictured. 





A quality essential for 
successful Insurance Agents 


FORESIGHT 


The ability to look ahead . . . to anticipate clients’ needs . . . to make 
sound plans for the future. These are just a few of the accomplishments 
of men with foresight. Insurance agents possessing this essential quality 
invariably use it to enhance their success still further by a wise selection 
of the companies they represent. 


PAN AMERICAN 


Fire & Casualty 
Company 


EARL W. GAMMAGE, PRESIDENT 
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continuous policy writing and direct 
renewal billing. 

At the malpractice session, discus- 
sion centered around the tremendous 
increase in professional errors claims 
against physicians and surgeons. In 
the last three years, it was reported, 
these claims have jumped 350%. Up- 
wards of 5,000 members of the medical 
profession faced or will face court bat- 
tles this year. In New York City alone, 
one of every 35 doctors had a lawsuit 
on his hands. St. Louis chapter mem- 
bers who participated in the malprac- 
tice discussion were A. H. Bell, region- 
al manager for Century; J. O. Felker; 
R. J. Brauns, superintendent of casual- 
ty claims for American-Associated, 
and C. D. Ainsworth. 

On the platform for the fire rating 
session were Mr. Rodda, R. K. Fowler 
of Indiana Lumbermens, Indianapolis; 
C. H. Wilgus, Evansville branch man- 
ager of Indiana Rating Bureau, and 
Willard Crotty, Dallas agent. Mr. Crot- 
ty has been a champion of graduated 
dwelling fire rating in Texas. He ex- 
plained that the insurance board has 
given approval to the principle, but 
particulars are difficult to work out. 
The study which resulted in the grad- 
uated rating approach established that 
rates could well be reduced on higher- 
value homes, but a_ substantial in- 
crease on the first $5,000 of cover is 
strictly necessary. This has obvious 
political pitfalls and could open the 
business to accusations of unfair dis- 
crimination against homeowners of 
modest means. 

Of mercantile block and its future, 
Mr. Rodda said a factor which could 
retard its development is difficulty 
over rating. 

Mercantile block—or any package 
arrangement—can be rated on one of 
two bases, component parts or total 
experience. The former is almost a 
necessity when a new combination is 
marketed. This can, however, be soft- 
ened somewhat, as with homeowners 
and CDP, by an over-all discount. 

The mercantile open stock burglary 
and theft feature of mercantile block 
rating has been defended by techni- 
cians representing that side of the 
business on the grounds that these 
rates were secured scientifically and 
that no different experience should be 
anticipated under the package. There 
are, Mr. Rodda said, several fallacies 
in this reasoning. Open stock is almost 
exclusively a large city coverage—al- 
most 60% of present volume is written 
in five large cities. Thus, experience 
with smaller towns is negligible. Sci- 
entific rating can be carried to ex- 
tremes. Open stock rates are based 
largely upon single-state experience. 
In some states, volume is so low that 
ordinary standards do not picture 
credible results. Rates in such states 
often reflect the experience of as few 
as one or two bad losses, while rates 
in other low-experience states are of- 
ten inadequate because no losses of 
consequence have happened, a matter 
of pure chance. 

Spread of risk cannot be ignored in 
plans for a package policy. Adverse 
selection will be reduced if block 
catches on. Any package which influ- 
ences people to buy coverage on a 
wider scale than they would buy the 
individual coverages may be expected 
to experience a better loss ratio than 
the individual components of the pack- 
age. A substantially reduced burglary- 
theft factor seems justifiable in block 
rating, he said, and it is anticipated 


this will be taken into account in re- | 


visions which are known to be under- 
way. 

The society will meet in New York 
next year. 
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Carolinas’ CPCU Names 
R. H. King President 


The Carolinas CPCU chapter has 
elected R. H. King of Raleigh, N. C., 
president to succeed W. E. Webb of 
Statesville, N. C. Mr. King is chair- 
man of the CPCU committee of Na- 
tional Assn. of Mutual Insurance 
Agents. 

Other new officers are A. C. Givens 
of Charlotte, N. C., vice-president; Hil- 
da Tucker of Durham, N. C., secre- 
tary, and R. B. Woodson of Raleigh, 
director. 


Texas Mutual Agents 
Elect Howard President 


Texas Assn. of Mutual Insurance 
Agents at its annual convention in 
Fort Worth elected Jack Howard of 
Gainsville president to succeed Sam 
Carlisle of Houston. 

Other new officers are V. S. Burle- 
son of Sherman, lst vice-president; 
W. M. Stokes of El Paso, 2nd vice- 
president; Robert I. Goehrs of Houston, 
secretary, and Sterling Sasser Jr. of 
Austin, treasurer. New directors are 
Mrs. Evelyn Fields of Abilene, first 


woman ever to hold office in the asso- 
ciation, and Hardy Loe of Alice. 
Major discussion at the convention 
centered around the new family auto 
policy. Among the speakers were Earl 
Lamb, president of NAMIA; George 
Haskell, American Mutual Alliance; 
Chester Lauck of Continental Oil Co. 
of Houston, better known as Lum of 
the old radio and movie team, Lum 
and Abner. A panel on public relations 
and management was presented by 
Milton Broyles of Fort Worth, Fred 
Everett of Uvalde, Mr. Goehrs, Mr. 
Loe and Frank Remmert of Seeley. 
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is where you find it. Rich source of additional 


premiums for you is the ever growing, 


enthusiastic number of pleasure 


boat owners. 


Provide year-around hull 
and liability protection, 


expertly written and serviced 
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Hewitt Appointed 
Minnesota Assn. 
Executive Secretary 


M. A. Hewitt, for the past two years 
manager of the Owatonna (Minn.) 
Chamber of Com- 
merce, has been 
named executive 
secretary of Min- 
nesota Assn. of 
Insurance Agents 
and will assume 
his duties Oct. 1. 
He succeeds the 
late George W. 
Blomgren. 

Mr. Hewitt, a 
graduate of St. 
Cloud State 
Teachers college, 
has spent 15 years in the education 
field and five in chamber management 
previous to his election to the Minne- 
sota association position. He is a native 
Minnesotan and has also served in 
private and public accounting and of- 
fice management in Minnesota and 
Washington state as well as safety in- 
spector on the Alaskan highway and 
the Kaiser Vancouver shipyards. 


Tells Role of Field 
Man in Airkem Work 


Ways by which the field man can 
conserve his company’s resources and 
create good public relations through 
taking an interest in odor removal at 
the time of loss were described at a 
meeting in Little Rock of Arkansas 
Fieldmen’s Club by Richard C. Bliss, 
manager of the smoke odor service 
division of Airkem, New York. 

After citing examples of the work 
being done by his firm internationally 
on all types of odor problems found in 
industry, commerce and public meet- 
ing places, Mr. Bliss pointed out that 
when smoke or other odors are en- 
countered on insured losses state and 
special agents are liaison men between 
home offices and agents, home offices 
and adjusters and often between 
agents and adjusters. He detailed how 
Airkem is used on various types of 
losses. Often the decision on use of the 
service involves not only the likeli- 
hood of direct savings but also the pos- 
sibility of real psychological savings, 
salvaging of insulation and slightly 
damaged construction members, 
achieving indemnity by the removal of 
odors which would otherwise plague 
insured by returning later, and build- 
ing sound public relations by offering 
a service for insured’s comfort at a 
time when he most appreciates it. 

+ . . 

The smoke odor service has en- 
joyed extensive support at the top 
level of companies but the support 
of the local field man is vital to the 
adjuster confronted with deciding up- 
on the merits of using the service on 
a specific loss in the field. He said 
that some field men who actively su- 
pervise losses have used the service 
directly and others haye evidenced 
their support by reminding the adjust- 
er of deodorization possibilities when 
assigning the loss where the agent’s 
loss notice indicates that smoke is a 
factor, to the benefit of agents and 
companies. 





M. A. Hewitt 








Two New Orleans Courses 


New Orleans Insurance Exchange is 
sponsoring two insurance courses at 
Tulane university and another at Ra- 
bouin school for local agents, their 
employes and company men. 
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“m4 We salute the men and women of the N.A.1.A. 
ae whose devotion and skill provide these extra 
values — the values that make good insurance 
ork really work. 
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A New Chance to Curb Highway Slaughter 


Morphine is an excellent pain-killer 
and should be freely available to ev- 
eryone, because nobody knows when 
an accident will make it urgently nec- 
essary to ease the unbearable pain of 
a victim. People can be safely relied 
on not to misuse morphine for “kicks” 
and thereby wreck their lives. 

Does that sound like dangerous non- 
sense? Of course. But it is no more 
nonsensical or dangerous than the 
often-repeated statement that increas- 
ing an automobile’s horsepower makes 
it a safer car to drive. It’s true that as 
an emergency measure in_ skilled 
hands, higher horsepower, like mor- 
phine, can prove the answer in some 
bad situations. But neither morphine 
nor excessive horsepower should be 
entrusted to the unskilled, to the un- 
discriminating, or to those who have 
no more brains than to risk their lives 
for the sake of a passing thrill. 

As we commented editorially some 
weeks ago, the rising death and in- 
jury rate is a serious matter for the 
insurance business and the notion that 
high horsepower is a safety factor is a 
fallacy that needs puncturing. 

That time it was a Ford ‘Motor Co. 
traffic expert whose views aroused 
our ire. This time it’s General Mo- 
tors. At Milford, Mich., at a demon- 
stration before a 5-man congressional 
subcommittee studying auto and high- 
way safety, Charles A. Chayne, vice- 
president in charge of the General 
Motors engineering staff, said the 
main reason for increasing the horse- 
power of automobiles was that it made 
them “safer to drive.” 

The theory, of course, is that light- 
ning acceleration enables a driver to 
overtake another vehicle and get back 
on his own side of the road in less 
time than if he were driving a lower- 
powered car. But what happens, all 
too often? The driver misjudges the 
speed of the oncoming car and how 
far away it is. He overestimates his 
own car’s pickup. His desperate effort 
to offset his miscalculations by tromp- 
ing on the accelerator gets him going 
so fast that the resulting accident is a 
real doozy. 

The truth about the fantastic in- 
creases in automobile horsepower is 
just this: These cars, with their tre- 
mendous power-to-weight ratios, give 
the driver a dangerous sense of ex- 
hilaration combined with a feeling of 
power and complete mastery of the 
situation. They invite the driver to 
crowd his luck ever further to expe- 


rience the thrills of power and speed 
when the kick of less spectacular an- 
tics has worn off. 

Some people can resist this tempta- 
tion, just as some people can practice 
moderation with alcohol or morphine. 
But for a tragically high proportion 
of drivers the car’s seemingly limit- 
less power leads them to take hair- 
raising chances and then further 
boosts the odds against survival by 
convincing the motorist that the pow- 
er that has got him into a tight spot 
can surely get him out of it. 

Super-power leads two kinds of mo- 
torists to destruction: The basically 
conservative fellow whose slow re- 
flexes, faulty perceptions, or general 
lack of car-handling know-how dis- 
qualify him for handling emergency 
situations that a reasonably skilled 
operator could maneuver out of; and 
those whose skill, perceptions, and re- 
flexes are unquestionably excellent 
but who can’t resist the thrill of ex- 
cessive speed even though they know 
full well they are risking sudden death 
for themselves and others. For these, 
the risk to their necks is part of the 
thrill. 

Unfortunately, the combination of 
thrill-chasing and high horsepower is 
at its tragic worst where teen-age 
drivers and those in their early 20s 
are involved. The young man is at the 
thrill-seeking stage of his develop- 
ment. Moreover, he is at the age when 
his instinct for rivalry expresses it- 
self in outdoing his fellows in feats of 
daring. 

These feats may include mountain- 
climbing, skin-diving, airplane pilot- 
ing, speed-boating, and even Russian 
roulette, but by far the most common 
and most lethal is automotive chance- 
taking. A generation ago youngsters 
drove cars with dash and nerve and 
some of them managed to kill them- 
selves at it, in spite of relatively mod- 
est horsepowers and mediocre roads. 
But there wasn’t much thrill to driv- 
ing the cars of those days. Nobody 
was tempted to race the other cars 
away from the traffic light. 

Let’s face the facts: Today’s high- 
performance automobile is an eager, 
responsive, thrilling mechanism to op- 
erate. The excitement of unleasing all 
this tire-squealing power is something 
that by no means all mature men can 
resist, even when it means taking a 
chance on getting killed. Putting such 
power into the hands of a high-spirit- 
ed youngster and expecting him not 


to try it out is not just naive. It is 
criminally foolish, and future genera- 
tions will regard it so, just as we to- 
day regard the duelling customs of the 
past, for example. 

Regardless of the nonsense about 
high power as a “safety” factor, the 
most effective way to curb the high- 
way slaughter is to take the thrill out 
of cars’ performance. There wouldn’t 
be much trouble with drug addiction 
if the kick were missing. Novocaine, 
which kills pain but does not exhil- 
arate, claims no victims. 

The saying that power corrupts and 
that absolute power corrupts absolute- 
ly is one that holds as true for motor- 
ing as for governing a nation. The 
man who is a sensible, sober citizen 
at other times is deluded into believ- 
ing he is omnipotent when he feels 
all those hundreds of horses under 
the hood, rarin’ to go. 

Many excuses are made for today’s 
outlandish horsepowers but the truth 
is that much of the power of today’s 
car has little use but to drive it at 
speeds far in excess of the limits set 
by the laws and by common sense. 

What sense is there in building car 
that will cruise in the 100-mile-an- 
hour range? So it can accelerate from 
zero to 60 a fraction of a second faster 
than a lesser-powered car? To show 
up a neighbor in a traffic-light drag 
race? There is no answer that makes 
any sense and it is time to stop the 
horsepower race if we are to prevent 
the deaths of thousands who will oth- 
erwise die in needless accidents. 

Take the “fun” out of crazy, chance- 
taking driving and there’ll be a lot 
less of the kind of conduct that re- 
sults in vehicular homicide. The apol- 
ogists of speed and power have been 
put on the defensive. The public is 
getting seriously concerned about the 
situation. In spite of all the red her- 
rings, like blaming the too-slow driv- 
er, or calling power a “safety” factor, 
or arguing that any amount of speed 
is safe with a skilled driver, there is a 
growing realization that today’s car 
has too much sheer power, much too 
pleasurably available, to be entrusted 
to more than a minority of the public. 

It’s with genuine regret that we say 
that the thrill has got to go, in the in- 
terest of saving thousands of lives 
from being needlessly snuffed out. 
Maybe the risk-incentive should be 
removed by drastically reducing 
horsepower. Maybe all cars with more 
than very modest horsepower ratings 
should be equipped with fool-proof 
governors. In mass production they’d 
not need to be expensive—certainly 
less than the cost of many of the ex- 
tras now purchased to increase cars’ 
speed still further. 

Coincidentally, enforcement should 


be stepped up and made far more ef- 
fective than it is now. Take what is 
being done in the state of Washing- 
ton, for example. But neither enforce- 
ment nor education of drivers nor bet- 
ter engineered highways are a sub- 
stitute for going right to the heart of 
the matter and removing from the car 
itself the wild surge of power that 
tempts men to forget good sense and 
let ’er rip, just for the hell of it. 

People will still buy cars, even with 
governors, In fact, safer driving should 
increase sales, because a dead motor- 
ist is out of the car market forever. 
Why not keep more of them alive and 
buying? 

The mere fact that fighters for high- 
way safety are taking an articulate 
and forceful stand against crazy horse- 
powers and the crazy driving that this 
power induces should help to arouse 
the needed degree of public concern 
and cooperation. One of the greatest 
handicaps up to now has been that 
people would rather let motoring ma- 
niacs operate on the highways than 
submit to any kind of limit on their 
own driving habits. 

Once limitations like speed-govern- 
ors, horsepower limits, or effective 
enforcement of speed and safety laws 
become a reality, you can be sure that 
John Q. Public will no longer take an 
indulgent, boys-will-be-boys attitude 
when some power-happy driver roars 
past him at 80 miles an hour or so, in 
clear violation of the power and sp’ 
restrictions. The careful driver will be 
only too happy to turn over to the po- 
lice the license numbers of these fla- 
grant violators. 

We hope the House subcommittee 
that is working on traffic safety will 
not fall for the automobile companies’ 
skillful but fallacious defense of exag- 
gerated horsepower. Like all citizens, 
insurance people have a humanitarian 
interest in seeing the traffic death and 
injury toll drastically reduced. In ad- 
dition, insurers have a sound business 
interest in the outcome. 

On both counts, we hope insurance 
companies and insurance men gener- 
ally will give the House subcommit- 
tee all the evidence and other help 
they can in its efforts. The chairman 
is Kenneth A. Roberts of Alabama. 
Rep. Roberts has stated that a good 
deal of mail received by his commit- 
tee has criticized the auto companies 
for overselling speed and undersell- 
ing safety. Moreover, earlier at hear- 
ings before the subcommittee repre- 
sentatives of the National Safety 
Council also condemnded automobile 
advertising for overemphasizing speed 
and misleading the public. 

The auto manufacturers can be de- 
pended on to support vigorously and 
shrewdly their contention that speed 
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et- ful and energetic efforts from the oth- HARRY K. ROGERS, 67, former | 
ub- er side to expose the auto power-thrill chief engineer of the fire prevention ' | 7 
- of for the dangerous drug that it is. department of Western Actuarial Bu- | 
car reau, died at St. Francis hospital, | an 
hat Evanston, IIL, after a long illness. For | +] 
PERSON ALS more than 20 years Mr. Rogers car- a j 
and : ; , | re 
ried the message of fire prevention to i Wars ' 
: school children with his appearances a : | 
vith as “Smoky,” the Fire Clown. i = 
uld - He was in show business for several ; 
tor- Charles N. Mullican II and Miss Ju- years early in his life, and then was ' 1 | 
ver. lie Kiesselbach were married at proprietor of a motion picture theater | | 
and Bloomington, Ill. The former Miss at Marion, Kan. Later he was made | | 
Kiesselbach is the daughter of T. J. fire chief at Marion, and at that time i _— 
gh- Kiesselbach, regional agency vice- developed his clown show to teach fire : 8 | 
late president of State Farm Mutual Auto, prevention to the younger school chil- * i 
rse- and Mrs. Kiesselbach of Bloomington. dren. He was known as “Jumping , ' 
hi Mr. Mullican is the son of Charles N. Jack,” the Fire Clown. Mr. Rogers : : 7 
: “ Mullican Jr., western fire manager of joined the Wheeler, Kelly, Hagney ' ( 
Fireman’s Fund group, and Mrs. Mul- general agency at Wichita in 1921, and i 
ern lican of Glen Ellyn, Ill. The couple met two years later went with the Wichita : 
‘test while attending DePauw university. pranch of Western Actuarial Bureau. peer 
that # They will continue their education at Ye moved to Chicago in the fire pre- Ne . Ge : [i MEG Ja 
ma- University of Cincinnati. vention department in 1925, and from Wee ill ; 
han that date until 1948 when he was in- itlinntll NAT 
heir William J. Whitchurch, resident jured in an automobile accident, he 
vice-president in charge of Pacific made countless appearances at schools, 
orn- coast claim operations of Continental bringing home the lesson of fire safety ee f ll fi d 4 
oad Casualty, celebrated his 50th anniver- dramatically and entertainingly. Many areru y itte pro tection coe 
ws sary with the company Sept. 6. Mr. thousands of adults had their basic and 
Whitchurch started at Chicago, and most lasting impression of the hazards ‘ ‘ ‘ aime : 
— moved to Los Angeles as an officer of of fire and how to cope with them from is a major factor in building your business and your 
> California Agencies Inc., general “Smoky” Rogers when they were chil- : : . 
or Sesnts for the Continental Codipantes, Oren. x MaMa Gh-shams axe on xeeent reputation as an insurance man. Like other 
oars Continental Casualty purchased con- of children’s lives that were saved well-established capital stock companies, London & 
», in trolling interest in the general agency directly as the result of his teaching. 
“ in 1950 and Mr. Whitchurch was Mr. Rogers’ training as an entertain- Lancashire’s choice of modern coverages gives 
1 be named resident vice-president. er made his presentations unusually , 
90s effective. His decision to carry a mes- your assured complete protection. 
fla- Manning W. Heard, vice-president stig ena than amuse- : 
and general counsel of Hartford Acci- Ment crea what was over a span i i : 
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Convention Dates 


Sept. 24-25, Utah Assn. of Insurance Agents, 
annual, Salt Lake City. 
| Oct. 1-3, Wisconsin Assn. of Insurance Agents 
|  amnual, Schroeder hotel, Milwaukee. 
|; Oct. 7-9, Pennsylvania Assn. of Insurance 
Agents, annual, Bedford Springs hotel, Bed- 
ford Springs. 
Oct. 7-10, National Assn. of Casualty & Surety 
mm. annual, White Sulphur Springs, 
,. Wie 





Oct. 7-10, National Assn. of Casualty & Surety 
Executives, annual. The Greenbrier, White 
Sulphur Springs, W. Va. 

Oct. 8-9, Conference of Actuaries in Public 
practice, annual, Morrison hotel, Chicago. 
Oct. 11-12, Nebraska Assn. of Insurance 
Agents, annual, Hotel Cornhusker, Lincoln. 
nae Oct. 11-13, New Mexico Assn. of Insurance 


eee Agents, annual, La Fonda hotel, Santa Fe. 
wule mete Oct. 14-15, Insurance Federation of North Da- 
we wr kota, Eagles Club, Bismarck. 
ante, Snr Oct. 14-16, Missouri Assn. of Insurance Agents, 
— oe annual, Hotel Statler, St. Louis. 
ene Oct. 14-17, Federation of Mutual Fire Insurance 
nu Companies, annual, Sheraton-Gibson hotel. 
in a Cincinnati. 
er Oct. 14-17, National Assn. of Mutual Fire In- 
eae surance Companies, annual, Sheraton-Gib- 


son hotel, Cincinnati. 


Oct. 15, Rhode Island Assn. of Insurance 
Agents, annual, Sheraton Biltmore hotel, 


Providence. 

Oct. 15-17, California Assn. of Insurance 
Agents, annual, Sheraton-Palace hotel, San 
Francisco. 


Oct. 15-17, Ohio Assn. of Insurance Agents. 
annual, Cleveland. 

Oct. 16, North Dakota Assn. of Insurance 
Agents, annual, Eagles Club, Bismarck. 

Oct. 16-17, Massachusetts Assn. of Insurance 


Agenls, annual, Sheraton Plaza hotel, Bos- 
ton. 


Oct. 17-19, Insurance Accountants Assn,, an- 
nual, Hartford. 

Oct. 19-20, South Carolina Assn. of Insurance 
Agents, annual, Ocean Forest hotel, Myrtle 
Beach. 

Oct, 21-23, Insurors of Tennessee, annual, Noel 
hotel, Nashville. 

Oct. 21-23, Maryland Assn. of Insurance Agents 
annual, Lord Baltimore hotel, Baltimore. 

(oct. 22-23, Arizona Assn. of Insurance Agents, 
annual. 

Oct. 22-24, National Assn. of Mutual Insur- 
ance Agents, annual, Shoreham hotel, Wash- 
ington, D. C. 

Uct 22-24 Western Underwriters Assn.. an- 
nual, The Greenbrier, White Ssulphur 
Springs, W. Va. 

Oct. 23-24, Louisiana Assn. of Insurance 

Agents, midyear, Hotel Bentley, Alexandria. 

Oct. 25, American Institute of Marine Under- 
writers, annual, New York. 

Oct. 28-30, Kansas Assn. of Insurance Agents. 
‘nnual, Broadview hotel, Wichita. 

Oct. 28-30, Illinois Assn. of Insurance Agents, 
snnual. Springfield. 

Oct. 29-31, National Assn. of Independent In- 

surers, annual, Hotel Commodore, New York 
City. 

Nov. 7-9, Michigan Assn. of Mutual Insurance 
Agents. annual, Pantlind hotel, Grand Rapids, 

Nov. 8, Connecticut Assn. of Insurance Agents, 
annual, Statler, Hartford. 

Nov. 8-9, Illinois Assn.’ of Mutual Insurance 
Agents, annual, Kaskaskia hotel, La Salle. 
Nov. 11-13, Kentucky Assn. of Insurance 
Agents, annual, Kentucky hotel, Louisville, 
Nov. 15-16, Mutual Agents Assn. of New 
England, annual, Hotel Kimball, Spring- 

field, Mass. 

Nov. 16-17, Kansas Assn. of Mutual Insurance 
Agents, annual, Jayhawk hotel, Topeka. 
Nov. 18-21, Indiana Assn. of Insurance Agents, 

annual, Claypool hotel, Indianapolis. 

Nov. 26, National Assn. of Mutual Casualty 
ees, annual, Edgewater Beach hotel, 

cago. 
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The success of your agency is inseparably interwoven 
with the reputation and business practices of the com- 
panies you represent. Because this is so, the Commercial 
Union—Ocean Group considers that its first responsibility 
to agents is to exemplify, at all times, the highest traditions 
of the insurance business. 


Our companies’ standards of Sound Management. 
Integrity, Financial Strength, prompt and just Payment 
of Losses, Multiple Line operation and Broad Protection 
which help agents to win and hold satisfied clients, are 
fundamental in our “Endorsement of the Local Agent by 
Acts and Services.” 


We are proud to say that our reputation for Fair 
Business Practice is second to that of no other company. 
Our large roster of long term agents is clear evidence we 
have not permitted our standards to falter over the years. 
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tageous to be a representative of the Commercial Union 
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Slawsby Points up Need of Funeral 
Directors for Sound Insurance Advice 


Speaking in Portsmouth at a regional 
meeting of New Hampshire Funeral 
Directors & Embalmers Assn., Archie 
Slawsby, of Nashua, executive commit- 
teeman of National Assn. of Insurance 
Agents warned against self service in 
the buying of protection. This is, he 
said, responsible for the unsatisfactory 
programs of some morticians. 

Well written insurance, carefully fit- 
ted to the policyholder’s needs, always 
pays off because losses under these fav- 
orable circumstances are quite easy and 
painless to adjust, he noted. There are 
no worthwhile economies in mail-order 
insurance. The value of a competent, 
skilled agent is never apparent until 
the loss does come. If the protection is 
not the product of careful, conscientious 
planning, it is too late when the loss 
happens. 

Mr. Slawsby said he had never seen 
a group or so-called wholesale insur- 
ance buying deal which benefitted the 
normal risk. The only one which bene- 
fits is the marginal risk, which is not 
entitled to buy the kinds of insurance 
it wants, and the promoters of the group. 
The coverage often is in non-admitted 
companies, which deprives the unwary 
insurance buyer of the protection af- 
forded by his state courts. In the event 
of disagreement following a loss, this 
requires the policyholder to travel to 
Kansas or Illinois or Kentucky for ju- 
dicial relief. Poorly drawn, ill fitting 
coverages also characterize these whole- 
sale deals. 

Mr. Slawsby said he had analyzed the 
insurance programs of several of mem- 
bers of the association and suggested 
that their insurance undoing is directly 
traceable to their extreme conscious- 
ness of what they consider to be good 
public relations. The proneness of the 
average funeral director to buy a policy 
from every agent who calls on him plac- 
es him in the position of being his own 
insurance doctor. He said he was not 
being bitter, but only trying to alert 
funeral directors to risks they are un- 
wittingly assuming. This would not be 
so if the funeral director made a single 
qualified-agent responsible for his en- 
tire program, he said. The professional 
agent wants to earn his commissions, 
not regard himself as the recipient of 
a gratuity to be handed about for favors 
received or expected. 

Insurance frequently is treated as a 
gratuity because it is mistakenly con- 
sidered that all insurance is alike and 
that all agents are equally well quali- 
fied. But the independent, local profes- 
sional agent has a choice of insurance 
markets on which he is well informed. 
Competition for the professional’s favor 
by many companies being what it is, the 
buyer is bound to fare better. 

To those funeral directors who, by 
spreading their business around, are 
acting as their own agents, Mr. Slawsby 
cited several cases and asked them to 
judge if they were covered. The man 


for a client, he commented—just as the 
man who acts as his own agent is sure 
to have a disappointed client as his cus- 
tomer. 

One case concerned a well known 
man who became a recluse and lived 
alone for 15 years. One day the paper 
boy found the day-before paper still 
stuck behind the door and notified 
neighbors. The police were called, then 
the medical examiner, and finally the 
funeral director. The latter took the 
remains and had the corpse prepared. 
When the casket was opened to give 
his friends a last look, he was clean 
shaven. The director’s assistant had 
removed the handle bar mustache 
which characterized him. 

A serious railroad accident killed sev- 
eral persons, none of whom was known 
to the funeral director. His order was to 
embalm and ship to Flagstaff, Ariz., 
the remains of John Jones. When the 
casket arrived and was opened for 
friends and family to view the body, 
they discovered the wrong one has been 
sent. Who pays the hotel rooms, meals, 
lost time, and the damages until the 
error is corrected? 

A man died. Word was sent to his son 
in Europe, who cabled the director to 
embalm the body. He flew to New 
Hampshire where he found an urn in- 
stead of a casket with the old man in it. 
Who pays for the travel cost, the hotels, 
and lost time, insurer or funeral direc- 
tor? 

What happens when the driver of a 
hearse gets drunk during a long funeral 
service? Later. while in procession. he 
leads a wild chase through the streets. 
He finally evades his pursuers and 
winds up in a drinking club some dis- 
tance from the cemetery. Several hours 
later he proceeds to drive the corpse to 
the cemetery for burial. Who pays? 

These instances involved no accident- 
al bodily injury, but professional mis- 
takes, which can produce claims for 
mental anguish. The director’s insur- 
ance protects him in these situations if 
it is property written. 

What happens if during a funeral 
procession at an intersection there is a 
bad accident in which mourners, their 
friends and the cars are badly smashed 
up? Mr. Slawsby asked a law firm to 
check this one. The answer is that no 
permission is granted by statute which 
makes funeral directors an exception 
to mechanical traffic controls. 

“Wil your present insurance pro- 
gram cover the damages inflicted by 
your hearse to others, if you own the 
hearse? What happens if you rent the 
hearse? 

“Do you have coverage to protect 
you if people in hired cars are injured? 
What about the injuries sustained by 
passengers in the donated cars them- 
selves? 

“Do your policies provide voluntary 
medical payments to friends and rela- 
tives of the deceased? You are as a pro- 


who acts as his own lawyer has a fool fession, extremely conscious of good 


public relations. Not one of you wants to 
be sued. This coverage is available at 
small cost. It is a good will builder,” he 
said. 

“Do you ever ask an assistant to take 
his car to do an errand for you at the 
post office? at the bank? Do you ask 
him to deliver obituaries and notices 
to newspapers or certificates to the city 
clerk in his car? Does he carry insur- 
ance? Is it in as high limits as you car- 
ry on your own car? 

“Is his policy in force or has it been 
cancelled for non-payment or for an- 
other reason? What happens to your 
bank balance if he is involved in a se- 
rious accident while on your business? 
You are responsible for his actions. 

“Does your liability insurance cover 
on an accidental bodily injury basis? 
Does it cover on an occurrence basis? 
Does your insurance program provide 
coverage for malpractice, for errors, and 
for mistakes? 

“Will your policies stand the test of 
loss,” he asked. The coverages for these 
risks are not expensive, he noted. For 
the average funeral director the total 
cost of hired automobiles and employ- 
ers non-ownership for limits of 100/- 
300/25 costs $25.84 a year. Damage to 
donated cars in excess of $50 costs $6 a 
year; while damage to hired cars in ex- 
cess of $50 costs $7.83 a year in New 
Hampshire. 

He asked if the funeral directors 
would wager $100,000 of their money 
against his $37.50 that not one of the 
mistakes could happen to them. 


Poll Shows Public 
Will Buy UJ] Cover 


WASHINGTON—American Auto- 
mobile Assn., through its offical pub- 
lication American Motorist, has report- 
ed the results of a poll of members 
on the question “Would you purchase 
insurance against the judgment-proof 
driver if offered at a reasonable rate?” 
Answers were, affirmative 78%, 14% 
no, and 8% no answer. 

Among comments made by motorists 
the most frequent was that medical 
payments and comprehensive would 
take care of unsatisfied judgments. The 
magazine points out that this is a 
wrong impression. Medical payments 
pay for hospital bills of people injured 
in an accident and comprehensive pays 
for the majority of damage to the auto- 
mobile or property damaged, but if 
the motorist were permanently injur- 
ed in an accident and received a judg- 
ment against the negligent party, and 
he was unable to pay, the motorist 
would have no protection under exist- 
ing insurance. 

Motorists also were asked if they 
favored raising the minimum age lim- 
it for teen-age drivers from 15 or 16 
to 18 years, and 71% answered yes, 
25% no, and 4% did not respond. Com- 
ments that accompanied the ballots 
indicated that the governing factor 
should be whether or not the teen- 
ager had received driver education in 
high school. 





Sees Agent's Task 
of Selling Proper 
Identity for Self 


Tom Bartlett. local agent of North 
Baltimore, O., writes: 

The title of the editorial in the July ~ 
12 issue, “The Local Agent Is a Sales- 
man,” is certainly a true statement. 
Further than that, insurance is a busi- 
ness of salesmanship. But for the local 
agent to stay in business, make prog- 
ress and render the service he should 
requires more than the ordinary type 
of salesmanship. 

The local agent is different from the 
direct writer because he has to keep 
himself on the job. The direct writer 
has a sales manager and a sales force. 
t is produce or you are out. The local 
agent can and does get lazy, shiftless 
and worthless because of the lack of 
motivation to make him click. 


When the agent starts his agency he 
has to work to make it go. If he works, 
he builds some business, and soon the 
business requires routine office work, 
and the agent quits making calls. He 
complains about details keeping him 
busy and soon convinces himself that 
he just doesn’t have time to make calls. 

To build a good agency one should 
create business; that is, sell insurance 
as a need for insured, not as a need for 
the agent who calls on everyone, say- 
ing “let me write your auto insurance.” 
The new agent in many cases is the 
“take ‘em away type,” calling on 
friends and relatives—just trying to 
write insurance with only the commis- 
sion in mind. If an agent starting out 
would make at least 10 calls per day, 
using a card to record the call, name 
of the prospect and other information, 
he would build up a prospect list of 
value. An agent doing this for a year 
would have enough prospects to last 
him the rest of his life. He would have 
places to go where business exists and 
the calls would count. 


When the agency has an advertising 
program which is consistent and con- 
stantly letting the prospect know about 
the agency, it makes saies easier. A 
direct mail letter with a follow-up is 
one of the surest ways to sell insur- 
ance and build a good agency. 

You and I consciously or uncon- 
sciously form fixed images of the aver- 
age citizen or the politician. So I be- 
lieve we form definite images of busi- 
nesses or business men. Therefore, it 
is necessary as well as good for my in- 
surance business to build an image of 
myself, my business, my service and 
the honesty, integrity, responsibility 
and reliability of myself as an indivi- 
dual and as an agent. 

So my problem is to advertise so 
that I can build the kind of image of 
myself and my business that will pro- 
duce the results I want. This is an 
educational job. Using the best media 
I have to establish and help sustain an 

(CONTINUED ON PAGE 20) 
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DEATHS 


meeting of the now well knewn Fire 
Department Instructors Conference 
held annually at Memphis. He was a 
member of the Life Members Society 
of the old Fire Underwriters Assn. of 
the Northwest. 


WILLIAM C. CARLYON, 59, Spo- 
kane, Wash., manager of Crum & Fors- 
ter companies, died of a heart attack 
while attending the annual conven- 
tion of Washington Assn. of Insurance 
Agents at Spokane. He had been with 
Crum & Forster for 30 years. 











FRANK J. BISHOP, local agent at 
Butte, Mont., died there after a month’s 
illness. 


VALENTINE T. SIEWERT, 59, 
founder and head of the Siewert agen- 
cy of Wisconsin Rapids, Wis., died aft- 
er an illness of several months. He 
started the agency in 1940 and had 
branches at Stevens Point, Wausau, 
and Marshfield. A son, V. Perry Sie- 
wert, is at the Stevens Point office and 
another son, John T. Siewert, is at 
Wisconsin Rapids. 


ARTHUR O. WISE, the only actuary 
District of Columbia department ever 
employed, died after a long illness in 
Washington, D. C. He had been with 
the department 21 years. He was a na- 
tive of Greenville, Tex. 





JOHN O. WISE, 83, retired local 
agent of Meridian, Miss., died there 
after a long illness. 


FREDERICK D. ZWICK, former 
vice-president of Egbert F. Ashley Co., 
general agency of Rochester, N. Y,. 
died there after a long illness. He re- 
tired four years ago after 50 years 
with the agency. 








Hartford Accident Names 


Smith in Western Ky. 


Stutson Smith has been appointed by 
Hartford Accident as special agent in 
western Kentucky, with headquarters 
at Louisville. Mr. Smith was in the lo- 
cal agency business before going with 
Hartford. He has been an underwriter 
at Cincinnati and has completed the 
training course at the home office. 


North America Ends 


Marine Agreement 
with Field & Cowles 


The Boston managerial firm of Field 
& Cowles will terminate its contract 
as marine managers for North Ameri- 
ca on Sept. 31 and will become marine 
managers for four companies of the 
Royal-Liverpool group in New Eng- 
land on Jan. 1. The four companies 
are Royal, Royal Indemnity, Ameri- 
can & Foreign and Newark. 

Under the new arrangement North 
America will handle its own marine 
operations out of its Boston office, but 
Field & Cowles will continue to repre- 
sent both North America and Indem- 
nity of North America as agents for 
fire, casualty and marine. 


Donald Warren of the marine de- 
partment of the mangerial firm, will 
be marine manager at Boston for 
North America. Payson T. Barber will 
supervise Royal-Liverpool marine 
business for the firm. 

In a joint statement the company 
and the firm explained that develop- 
ments in the multiple line field make 
it increasingly necessary for all de- 
partments of a company to operate as 
a unit and that it is in the best inter- 
ests of al concerned to bring the ar- 
rangement to an end. 

The firm, in addition to its affilia- 
tion with Royal-Liverpool, also acts as 
general agents for Aetna Fire, Boston, 
Fireman’s Fund, North British and St. 
Paul F.&M. 


—_—_—- 


American Market 
Puts Suez Rates 
on Daily Basis 


American Marine Insurance Under- 
writers, members of American Cargo 
War Risk Reinsurance Exchange, have 
discontinued forward bindings on ship- 
ments to, from or via Egypt and on all 
shipments via the Suez Canal. 

With this action the underwriters 
are in a position to change their cargo 
war rate son all such voyages on a 
daily basis, depending on develop- 
ments. So far no rate changes have 
been made by the American market. 








einsurance 





Late News Bulletins... 


(CONTINUED FROM PAGE 1) 


insurers, and he added that the companies should honor such claims and in 
turn seek relief from those responsible for the sonic booms. “Some may take 
issue with this procedure,” he said, “but it will take a court decision to prove 
me wrong.” 

In his opinion Mr. Hunt said EC has been interpreted by courts as covering 
blasting damage and also that courts have held where a policy is ambiguous it 
shall be construed in favor of the insured. The opinion was rounded out with 
definitions of “blasting” appearing in dictionaries. 











Miller Named New W. Va. Commissioner 

Gov. Marland of West Virginia has appointed Louis Miller Jr. insurance 
commissioner to succeed Thomas J. Gillooly who has resigned to go with 
American Life Convention. Mr. Miller, 36, former chief deputy commissioner, 
will serve until the next session of the state senate, which convenes in Janu- 
ary. He was named chief deputy more than a year ago when Mr. Gillooly re- 
organized and expanded the department. 


Kaiser Voted Chairman of Cal. Trust Fund 


Leland M. Kaiser has been elected chairman of the trust fund sponsored 
and managed by Insurance Securities Inc. of Oakland, Cal. At the same time, 
Donald B. Rice, vice-president, and Elwood Murphey, partner of the legal 
firm of Wells, Murphey & Coffey, were elected to the board as vice-chairman 
and secretary. 

Investors in the trust fund voted to reinstate the investment advisory and 
underwriting contracts between the trust fund and Insurance Securities Inc. 
The trust fund has more than 40,000 investors, located throughout California, 
the entire United States and some 37 foreign countries. 


Files Graduated Dwelling Rates in Okla. 


DALLAS—With a new deviation filing in Oklahoma and a revision of its 
earlier Florida filing, Southwest General of Dallas is pushing for action on 
the graduated rating plan for fire and extended coverage on dwellings and 
contents, based on the amount of insurance. 

Both filings, made Sept. 14, set up the following deviations: For the first 
$5,000 or part thereof, no reduction; for excess of $5,000 up to $10,000, a re- 
duction of 40%; for excess of $10,000 up to $15,000, a reduction of 50%, and 
for the excess of $15,000, a reduction of 30%. 

The Oklahoma deviation, subject to approval, will become effective Nov. 1 
and the effective date of the revised Florida filing, originally set for Oct. 1, 
is being postponed until Dec. 1 in order to give additional time for study of 
the new premium bracket calling for a 30% reduction for the excess of $15,000. 
The earlier Florida filing, now withdrawn, had specified a 50% reduction for 
the excess of $10,000. Earlier story on filing on page 29. 

The deviations, according to Ben L. Culwell, executive vice president, apply 
to dwellings occupied by not more than two families and contents of such 
buildings. Experience data compiled by the company, along with other sup- 
porting material, accompanied the filings. 


Commissioner McConnell Rules Out Packaging WC 
Packaging of workmen’s compensation insurance or workmen’s compensation 
and employer’s liability with other classes of insurance is prohibited and in 
violation of the minimum rate law was the decision of California Insurance 
Commissioner F. Britton McConnell, in ruling no. 91 signed yesterday, thus 
bringing to a conclusion the highly controversial issue, subject of hearings in 
San Francisco and Los Angeles. At the same time, Commissioner McConnell 
ruled that for the purposes of regulation the insuring of liability of employers 
to employes and their dependents under the compensation act in California shall 
not be construed as another class of insurance. In the third point of his decision, 
Commissioner McConnell decided not to include the subject of participating 
workmen’s compensation forms and dividend provisions, but to notice this sub- 
ject for additional hearings to develop more complete facts. 
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Vit. Agents Elect, 
Hear of AR Change 


Robert E. Berg of Barre was elected 
president of Vermont Assn. of Insur- 
ance Agents at its 50th anniversary 
convention at Middlebury. Earl F. 
Liddell of Newport was named vice- 
president, Harold E. Montgomery of 
St. Albans secretary-treasurer, and 
Edward G. Welchman of Woodstock 
(reelected) state national director. 

New members of the executive com- 
mittee are Bennett D. Bell of Rutland, 
Russell A. Reed of St. Johnsbury and 
Willard D. Cobb of Brattleboro. 

Roland C. Shipley of Portland, man- 
ager of National Bureau of Casualty 
Underwriters, announced a change in 
the auto assigned risk plan for Oct. 1. 
Up to now an applicant was eligible 
for assignment regardless of the num- 


ber of minor traffic offenses on his 
record. Now he will be barred if he has 
six minor moving traffic violations in 
three years, three minor moving traf- 
fic violations and one major violation, 
or two major traffic violations. 


Chilek to General F.&C. 
for Near-N.Y. Area 


General Fire & Casualty has ap- 
pointed Nicholas G. Chilek special rep- 
resentative for Westchester and Rock- 
land counties, N. Y., and Fairfield 
county, Conn. From headquarters in 
Port Chester, N. Y., he will supervise 
fire and casualty production. 


Okla. Pond to Hold Annual Outing 

Oklahoma pond of Blue Goose will 
hold its annual golf outing and banquet 
at the Hillcrest Golf & Country club, 
Oklahoma City, Oct. 5. 
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Elected vice-presidents were Wil- 
liam Giese of Coeur d’Alene, Jess 
C Swan of Boise, John Whitsell of Twin 

Falls and Joseph Merndon of Salmon. 
Harry Poulson of Boise was named 
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2 NAIC Subcommittees 
on Hospital Problems 


Superintendent Pryatel of Ohio, 
chairman of National Assn. of Insur- 
ance Commissioner’s committee on 
non-profit hospital and medical service 
associations, has appointed two sub- 
committees—one to evaluate the re- 
imbursement formula between hospit- 
als and the service organizations and 
the other to study the problem of ex- 
tended maternity benefits. 

Commissioner Davey of Indiana is 


chairman of the formula evaluation 
subcommittee, with Gillooly of West 
Virginia and Navarre of Michigan as 
members. The maternity benefits sub- 
committee consists of Jackson of Mary- 
land, chairman; Smith of Pennsylvan- 
ia and Holz of New York. Mr. Pryatel 
has asked both subcommittees to try 
to give attention to their subjects be- 

The Sanger & Altgelt agency of San 
Antonio has moved to its own building 
at 109 W. Mistletoe St. 


$25,664,817 Paid by 
Private Insurers Under 
N. J]. Disability Law 


Benefits totaling $25,664,817 were 
paid in 1955 by approved private in- 
surance plans operating under New 
Jersey’s unemployment compensation 
disability law, according to the state 
division of employment security. 

The total consisted of $17,738,928 
paid by 61 insurance companies, $7,- 
313,950 paid by 166 self-insured em- 
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each and every week. 





No matter where your district is, LIFE’s power- 
ful local impact helps break the ice in lining up 
prospects..And that happens all over the map, 


That’s because insurance advertising in LIFE 
reaches the largest audience delivered by any 
weekly magazine. And this directly benefits you, 


BREAKS THE ICE FASTER 


FOR INSURANCE SALESMEN EVERYWHERE 


because LIFE influences your prime prospects... 
reaching 3 out of 5 households in the average 
community in the course of 13 issues. 


You can be sure of it. Wherever your district is, 


LIFE works in your favor . . . helps make you wel- 
come when you come to call . . . builds customer 
confidence in the services your company offers. 


Audience Source: A Study of the Household Accumulative Audience of LIFE. 


THE POWERFUL,.LOCAL INFLUENCE OF LIFE) OPENS DOORS FOR YOU 





ployers, and $611,983 paid by 23 dis- 
ability benefit funds established under 
agreements with unions or employes’ 
associations. 

Premiums earned by the 61 compa- 
nies totaled $24,222,994. Deducting $1,- 
001,043 in experience refunds and 
credits, the net premiums earned came 
to $23,221,950. 

The companies paid $1,027,585 in 
dividends to policyholders. 

The companies’ expenses totaled $3,- 
249,095. This consisted of $420,990 in 
claims expense; $1,132,759 in commis- 
sions, other acquisitions and field su- 
pervision expense; $821,757 in general 
administrative expense; and $873,589 
in taxes, licenses, government charges 
and fees. 

There was a $1,206,341 excess of 
net premiums earned over the $17,- 
738,928 paid in benefit losses, the $3,- 
249,095 in expenses and the $1,027,- 
585 in dividends. 





Brown Elected President 
of Interstate F.&C. 


Cameron Brown has been elected 
president of Interstate Fire & Casualty 
to succeed Robert 
P. Tate of Bloom- 
ington, IIl., who 
had been presi- 
dent of the com- 
pany since its for- 
mation. Mr. Tate 
continues as chair- 
man. 

Louis W. Bieg- 
ler was elected 
executive vice- 
president to suc- 
ceed Mr. Brown. 

Mr. Brown is 
also president of Geo. F. Brown & 
Sons of Chicago, largest excess and 
surplus line organization in the mid- 
west and managers for Interstate. He 
entered the insurance business in 1937 
and joined Brown & Sons in 1946. He 
was named vice-president of Inter- 
state in 1952 and executive vice-presi- 
dent in 1954. Mr. Beigeler entered the 
insurance business in 1935 as an engi- 
neer. He is vice-president of Brown & 
Sons, which he joined in 1948, and was 
elected a viee-president of Interstate 
in 1952. 

Assets of Interstate at June 30 were 
$2,167,703 and the premium income 
for the first six months of 1956 was 
$1,261,847 as compared with $942,880 
for the same period in 1955. 


Critchell-Miller, Chicago, 
Marks 80th Year as 


Agent of Springfield 

The Critchell-Miller agency of Chi- 
cago was feted by Springfield F.&M. 
on occasion of its 80th year of repre- 
sentation of the company. 

Lyman M. Drake Jr., Benjamin R. 
Horwich and Edwin P. Simon, partners 
in the agency and their staff were 
entertained at a dinner held at the 
Union League Club. President S. 
Dwight Parker and Vice-president 
Herbert P. Almgren of the Spring- 
field home office attended. Mr. Park- 
er presented the agency with a hand- 
painted reproduction of the company’s 
trademark, “The Covered Wagon.” 
Magnus E. Peterson, resident vice- 
president of the Springfield at Chicago 
was toastmaster. 

The Critchell-Miller agency was 
appointed agent of the Springfield in 
1876, a short time after the company 
opened its western department head- 
quarters in Chicago. 


Cameron Brown 








The Birmingham, Ala., local agen- 
cies of David Hamilton and William 
Shackelford have merged. Mr. Ham- 
ilton is mayor of Mountain Brook, Ala. 
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ed | FEATURE BIG ADS IN 121 NEWSPAPERS FROM 
a COAST TO COAST AND MORE THAN 80 INDIVIDUAL 
~<a ADVERTISING PIECES TO ADD PUNCH TO AGENTS’ 
” LOCAL SALES CAMPAIGNS. 
a 
ate ; 
1r- - 
~ Last year the Kemper Insurance organization dedicated the 
ted entire month of October to a giant sales campaign to boost 
ce- local agents’ fire and property insurance volume. 
4 Result? More fire and package insurance was sold in one 
is | month than in any month in Kemper history! 
he rou cant Again in 1956 the Kemper companies will devote the whole 
ie: FF remo and cont month of October to a nationwide promotion to boost agents’ 
a ernie? volume in fire and property insurance. The campaign will 
He include: 
er- 
~e @ Eye-stopping advertisements in 121 of the nation’s 
\gi- biggest newspapers featuring: 
n & 
a VV Local agents’ pictures and their local agency 
| | service 
ere V Low net cost insurance through policyholder 
2 dividends 
a ® Colorful ads in U.S. News and World Report maga- 
zine 
®@ More than 80 individual ad pieces to help agents’ 
| - local sales campaigns 
chi- | 
_ | — including folders, stickers, direct mail letters, etc. 
R. 
ners P LUS — new, fast fire claim service providing in most 
po cases 24-hour payment of losses. 
a. If you are interested in representing this progressive or- 
— 7 ganization write N. C. Flanagin, Executive Vice President, 
vit at the Home Office. 
ny’s 
on.” 
nago Lumbermens Mutual Casualty Company DIVISIONS OF 
was American Motorists Insurance Company KEMPER INSURANCE 
d in e ; 
any American Manufacturers Mutual Insurance Company ff : 
Federal Mutual Insurance Company — bs casa aly : 
gen- | BRANCHES IN: ATLANTA * BOSTON * COLUMBUS * DALLAS * LOS ANGELES * NEW ORLEANS 
ait 1 Mee NEW YORK * PHILADELPHIA * SAN FRANCISCO ° SEATTLE ° SUMMIT, NJ. ° SYRACUSE * TORONTO 
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AGENT IS A 
GOOD MAN TO 

KNOW! 










Ohio Farmers Companies 


OHIO FARMERS INSURANCE COMPANY - Charterer 1848 ¥ 
OHIO FARMERS INDEMNITY COMPANY 
LeRoy, Ohio 
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The PACIFIC COAST 


FIRE INSURANCE COMPANY 
Established 1890 


A Mdliiple Line Group NEW YORK 38, NEW YORK 


The CENTURY 


INSURANCE COMPANY, LTD. 
Established 1885 


111 JOHN STREET 














Agent's Task of Selling 
Proper Identity for Self 


(CONTINUED FROM PAGE 15) 
attitude towards me and my business 
in the minds of the public I serve. This 
can only be accomplished by a con- 
sistent and constant program. The im- 
age I create by my advertising and 
community service must be true to the 
performance I give my people. Furth- 
ermore, a good, competent and friendly 
insurance service is a basic factor. 

I am a great believer in slogans and 
I have one, “Bartlettize your insur- 
ance,” which I have used since 1946. 
I use the word “Bartlettgram” on ev- 
erything including envelopes 
stationery. My letterhead reads “a 
Bartlettgram from Tom Bartlett” and 
at the bottom my slogan is “Bartlettize 
your Insurance.” 

I have tried to give real meaning to 
the slogan through frequent and con- 
stant newspaper and direct mail let- 


ters. These letters are known as my |} 


“Bartlettgram.” As a result of this con- 
stant program I am known throughout 
my trading area as the agent to see for 
advice, service and good value. 

If just one agent in each community 
would try this image building pro- 
gram, we would not worry a lot about 
the direct writer. 





Insurer Confers with 


Truckers on Problems 
Emphasis on cargo loss, which an- 


nually costs U.S. trucking companies | 


more than $40 million, featured a two- 
day meeting in Boston of executives of 
13 large trucking companies, The ex- 
ecutives are members of the advisory 


board program of Liberty Mutual and | 


conferred with its officials on opera- 
tions and insurance problems of the 
motor transport industry. Driver train- 
ing, claims and account services, me- 
chanical and human engineering and 
maintenance were also discussed. 

The advisory board plan is national 
in scope and enables the insurer to 
maintain direct contact with the truck- 
ing industry and assist in solution of 
their problems. 


NEWS BRIEFS 


Reavers & Hay, adjusters of Los An- 
geles, have acquired the business of 
Robert J. Eggert, independent adjuster, 


who has specialized in workmen’s com- | 


pensation claims and is now going into 
another line of business. 


Ralph K. Pfremmer, who sold his 
agency at Columbia, Mo., to B. T. My- 
ers, has returned to the agency in part- 
nership with Mr. Myers under the title 
Insurance Service Agency. 


Dorsey L. Rouse has joined the 
Frank A. Snell agency of Portland, Me. 
He was with Travelers a number of 
years, and more recently with the John 
C. Paige agency there. 

Insurance Women’s Assn. of Seattle will 
sponsor a 30-week training course emphasizing 
rating and policy-writing. Classes will be held 
from 6 to 8 p.m. on Wednesdays at Edison 
Technical school. 





BRANCH OFFICE CREDIT & ACCTS. DEPT. MGR. 
—San Francisco. Experience in Insurance In- 
dustry necessary. $8,000. 


GROUP A & H UNDERWRITER — Minimum 3 
years experience. Age limit 40. Must figure 
rates on Group proposals, etc. $6,500. 


Call or Write 
ED BOYDEN 
CADILLAC EMPLOYMENT AGENCY 
220 South State St. Chicago, Ill. 
WAbash 2-4800 
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Peterson Marks 
50th Year With the 
Springfield Group 


Magnus E. Peterson, resident vice- 
president of the Springfield Insurance 
Companies at Chi- 
cago, celebrated 
his 50th anniver- 
sary with the 
companies and 
was honored by 
fellow officers at 
a luncheon held at 
the Union League 
club Sept. 12. S. 
Dwight Parker, 
president of the 
group, and Her- 
bert P. Almgren, 
vice-president, at- 
tended from the home office, and Mr. 
Parker presented Mr. Peterson with a 
gift from the companies. Other gifts 
and congratulatory messages were re- 
ceived by Mr. Peterson from fellow of- 
ficers, the Chicago office staff and men 
in the field. 

Mr. Peterson joined the Springfield 
companies in 1906 as a member of the 
improved risk department in Chicago. 
Later he became a special agent in 
Minnesota, returned to the western 
department in Chicago as an examiner, 
was named underwriting supervisor, 
and then office superintendent. In 
1936 he was elected resident assistant 
secretary, in 1939 resident secretary, 
in 1946 resident vice-president, and 
in 1952, on the retirement of vice- 
president John Harding, Mr. Peterson 
succeeded to the top executive post in 
the western department. 

Mr. Peterson is a past president of 
Western Underwriters Assn., Mill & 
Elevator Conference, and Underwriters 
Grain Assn. He is past chairman of 
Western Conference of Special Risk 
Underwriters, and of the public rela- 
tions committee of WUA, and has 
served as a member of the PR commit- 
tee of National Board. He has been 
vice-president of Farm Underwriters 
Assn. and a director of Underwriters 
Salvage Co. and Western Adjustment. 


Five Receive CPCU 


Designations in N. J. 


New Jersey CPCU chapter has 
awarded the CPCU designation to Rudy 
H. Cutler, local agent of Irvington; 


Sp 


The Pioneer Organization 


COATS & 
BURCHARD 


COMPANY 


APPRAISERS 


4413 Ravenswood Avenue 
Chicago 40, Illinois 


M. E. Peterson 








® Appraisals for Correct 
Insurance Coverage and 
Proof of Loss 


® Depreciation Studies 
® Property Ledgers 





Robert W. Keyes, underwriter of Lib- 
erty Mutual; Henry E. Lamwers, sup- 
erintendent of the inspection and 
survey department of Firemen’s; Mrs. 
Winifred E. Selliken, sales represent- 
ative of Liberty Mutual, and Herbert 
D. Young, special agent of America 
Fore. Bernard J. Daenzer, vice-pres- 
ident of Security-Connecticut and 
secretary of Society of CPCU, made 
the awards. 





Hawkeye-Security has moved its 
Michigan office to 336 Keeler building, 
Grand Rapids and its Sioux Falls, S.D., 
office to 127 North Main. 


N. Y. Boosts BI, 
PDL Limits on — 
Road Work 10-Fold 


New York state public works de- 
partment has tightened its safety and 
insurance requirements for contract- 
ors on state road building projects 
within cities as a result of the June 12 
cave-in on the Brooklyn-Queens Ex- 
pressway in which six children were 
killed. The new code increases 10 
times the amount of liability and prop- 
erty damage contractors must carry 


and requires contractors to take re- 
sponsibility at all times for public 
safety and for the protection of per- 
sons who enter the limits of the con- 
struction area. 


Under the code contractors must 
now carry at least $500,000 liability 
cover for injuries to one person and 
up to $1 million for multiple injuries 
in a single accident. Former limits 
were 50/100. Aggregate property dam- 
age limits were increased from $100,- 
000 to $1 million. 
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United States Fidelity & Guaranty Co., Baltimore 3, Md. 





Select and consult 


an independent 
insurance agent 
or broker as you 
would your 


doctor or lawyer 


Fidelity Insurance Co. of Canada, Toronto 


Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3, Md. 


CASUALTY - FVRE- MARINE INSURANCE 
FIDELITY -SURETN BONDS 
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Van Orman Renamed 


to Law Group Post 

Assn. of the Bar of New York City 
has reappointed Wayne Van Orman, 
insurance lawyer, chairman of the 
committee on insurance law. Other 
members are Federick S. Benson, Lum- 
bermen’s Mutual Casualty; John P. 
Good, Teachers Insurance & Annuity 
Assn.; Daniel J. Reidy, Guardian Life; 
Leffert Holz, superintendent of the 
New York insurance department and 
Alfred C. Bennett, head of its liquida- 
tion bureau; Herman Shwide of Mutu- 


al Insurance Rating Bureau; Herman 
Bernicker of Title Guarantee & Trust 
Co.; and MacNeil Mitchell, New York 
state senator, Michael A. Hayes, Wil- 
liam A. Eaton, George S. Van Schaick, 
former New York insurance superin- 
tendent, Abraham J. Asche, Robert H. 
Kilroe, Thomas I. Parkinson Jr., and 
James Dempsey, who is chairman of 
the board of governors of Federation 
of Insurance Counsel. 

Mr. Van Orman is chairman of the 
insurance section of New York State 
Bar Assn. and former president of the 
Alumni Assn. of Columbia College. 


Airkem Schools Are 
Stressing Work on 


Insurance Losses 


During 1956 Airkem is conducting 13 
training schools for its field men across 
the U.S. according to Frank W. Con- 
gling, vice-president. The agenda in- 
cludes instruction on all phases of the 
Airkem business but a substantial part 
is devoted to insurance loss practices 
and principles as they apply to the 
Airkem smoke odor service. Airkem 
field men are being familiarized with 





WHAT 


Sania 
~ e: . . . 
DO YOU USE = —_—s accurate measurement of leadership. In this highly 
— BS " ” 
> en! technical age “close tolerances” are every-day 
TO ME ASURE = standards. . . whether gauging the accuracy of a 
or . . . . . 
= __sfine moving part in a precision instrument .. . or 
LE ADE RSH IP ? - 2 evaluating the services rendered by a business 
e*ees meeneneeene en 
p28 organization. The philosophy of Chubb & Son for 
= almost three-quarters of a century is characterized 
==. by the development and expansion of the 
= y P 
pag individual phases of its services ... each a 
=e precison part of a precision function. Its leadership 
eyes is the natural result of its “close tolerance’’ 
_ performance. Chubb & Son squarely meets today’s 
ime OO . . 
= exacting methods of gauging ...a true measure 
= of leadership. 
ee 
— © 
a 
wi oe 
7 - > 
=_ CHUBB & SON, Underwriters 
Con ae et 
rT on or 90 John Street, New York 38, New York 
ee a Managers 
D - ages 
base ell i FEDERAL INSURANCE COMPANY ¢ VIGILANT INSURANCE COMPANY 
a ee THE MARINE INSURANCE CO., LTD. « THE SEA INSURANCE CO., LTD. 
LONDON ASSURANCE (MARINE DEPT.) *« ALLIANCE ASSURANCE Cco., LTD. 
Ocean and Inland Marine e ‘Transportation . Fire and Automobile . Casualty + Surety . Fidelity 


Aviation Insurance through Associated Aviation Underwriters 


* aaa | PUL ye A 





The tape measure may provide an 
accurate measurement of girth... but girth is no 





the operations of the property insur- 
ance business and with the practical 
problems confronting adjusters relat- 
ing to the use of deodorization. By 
understanding the problems of its cli- 
ents, the Airkem organization hopes 
more completely to serve the needs of 
the business as counsellors on all losses 
where odors are a factor. Topics dis- 
cussed include insurance coverage con- 
siderations applying to odor removal; 
the organization and functions of in- 
surance companies, staff personnel, 
intercompany service organizations, 
insurance trade associations, loss ad- 
justing facilities, and production sourc- 
es; and adjusting principles, practices 
and problems affecting the smoke odor 
service. The insurance lectures are be- 
ing given by Richard C. Bliss, manag- 
er of the smoke odor service division 
of Airkem. He is a former fire loss 
man. 

Clinics have been conducted in Iowa, 
Tennessee, Virginia, Florida, New Eng- 
land, Texas and New York City. More 
are contemplated before the year’s 
end in California, Oregon, Illinois, up- 
per New York and Canada. The meet- 
ings are regional in scope, most of 
them embracing several states. 


INSURANCE W 


TO FIT THE NEED 


Do YOUR insureds know 
the better protection 








they now have because 


of the FAMILY 
AUTO POLICY 


Not many people take the 

trouble to read their in- 
surance policies. They depend 
on you to see that the pro- 
tection they need is in the 
policy you deliver. Most of 
them aren’t going to read the 
new Family Automobile pol- 
icy when they get it. But they 
will appreciate knowing that 
they NOW HAVE better pro- 
tection. 


“Shelby” agents have 

been studying material 
that gives them a good under- 
standing of the new policy. 
Passing on this information 
to an insured is a service cli- 
ents appreciate. Seeing to it 
that every insured knows 
what he has in the new Fam- 
ily policy is another good 
demonstration of the value of 
agency service. Let’s not 
overlook it. 


INSURANCE COMPANY 
% SHELBY, OHIO 


/ “neta 
FIRE & CASUALTY 
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N.Y. Agents Get Set for Compulsory Auto 


New York State Assn. of Insurance 
Agents has sent a bulletin to members 
outlining procedures to be used to as- 
sist motorists in complying with the 
compulsory automobile law, which 
goes into effect Jan. 1. The association 
represents more than 5,000 licensed 
agents in the state. 

President C. Fred Ritter of Middle- 
town points out in the bulletin that 
financial security certificates, FS-1 
forms, will be needed before motor 
vehicles can be registered for 1957. 
Agents will make these FS-1 forms 
available to motorists. The forms are 
evidence that the individual registrant 
has in force BI and PDL coverage. 

The bulletin, which emphasizes the 
opportunity agents have to prove con- 
clusively the value of their services to 
clients, recommends that agents: 

1. Notify your casualty company 
that you want to issue the required 
form FS-1 and request the necessary 
supply for your office as soon as print- 
ed. We know the companies will wel- 
come this expression of your willing- 
ness to help them. Further, certificates 
issued by the companies are likely to 
be inaccurate in many instances, caus- 
ing delay and annoyance for your cli- 
ents. 

e + e 

2. As soon as forms are received, 
start preparing them for current re- 
newals and for all other automobile 
policyholders in your office so that 
a certificate is ready for every insured 
auto before Dec. 1. Do not issue cer- 
tificates to policyholders before the 
latter part of November to avoid loss 
or mishandling. In a few cases, cer- 
tificates will have to be issued in Oc- 
tober to holders of special number li- 
cense plates. 

3. Caution your clients not to tear 
up or deface the certificate in any 
way. Instruct them on receipt of forms 
to check the information on the certif- 
icate with their renewal registration 
stub to make certain that the engine 
number (not serial number) is cor- 
rect and advise you in case of error. 
The surname and address of policy- 
holder and registrant must be identi- 
cal. If given names are different, in- 
struct client to print other given name 
in box provided on back of FS-1. 
Should the vehicle be registered with 
a surname other than that of the poli- 
cyholder, have insured advise you, as 
either a new certificate will have to 
be prepared containing the registrant’s 
name or the registrant’s name may be 
added to the policyholder’s name on 
the FS-1. 

4. If more than one car is insured on 
a policy, a separate FS-1 must be is- 








sued for each car. For 10 or more cars 
the fleet cover forms FS-2 can be is- 
sued. 

5. The policy shown on FS-1 must 
be in force at the time insured gets his 
plates. If the policy expires Jan. 15 
and insured applies for plates Jan. 10, 
the FS-1 must give the expiring policy 
number. If application is made after 
Jan. 15, the FS-1 must designate the 
renewal policy number. Under these 
circumstances it is suggested that 


agents issue two FS-1 forms for Janu- 


ary renewals since the agent will have 
no idea just when insured will apply 
for his plates. This circumstance could 
also prevail in December. 

6. Most companies are providing FS- 
1 forms in triplicate. Make one copy, 
the original, for insured, one for the 
company and one for your files. If 
you desire, you can use a rubber stamp 
or some special mark for your daily 
in lieu of third copy. 

7. Window envelopes will save mail- 
ing time. However, they will have to 
be specially made because of place- 
ment of address on certificates (some 








of the companies are providing them). 
Plenty of questions will be raised by 
insured. In anticipation of this, the 
motor vehicle bureau has prepared a 
special pamphlet that answers most 
doubts and questions. A supply of these 
is available. They can also be obtained 
from your company. It is suggested 
that you mail these to your insured. 





Clifton A. N. Hall of Schenectady 
Trust Co. discussed the bankers-agents 
automobile finance plan at the Sep- 
tember meeting of Schenectady Coun- 
ty (N.Y.) Assn. of Insurance Agents. 





The current America Fore national magazine advertising 
informs the public about the prompt assistance rendered 
by capital stock insurance and the independent agent 

and broker when disaster hits a community. 


This 



























































America Fore Advertisement 
appears currently in the following 
national publications: 


* THE SATURDAY EVENING POST > LIFE 
* NEWSWEEK * TIME %* FORTUNE 
* NATIONAL GEOGRAPHIC 
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Unusual Agency Contracts.... 


ERE IS YOUR OPPORTUNITY to secure an unusual 
agency contract if you can meet our qualifications. 
Application on next page must be completed or identical 


information sent us. 








AUTOMOBILE Retrospective Contract Agents 


The St. Louis Insurance Group offers facilities for attractive Retrospective Automobile Com- 


mission Contracts. 


Application considered only on completion of inquiry blank at right. 


MOBILE HOME Agents 


The St. Louis Insurance Group offers attractive Agency 





Commission Agreements for Fire, Theft, Combined 
Additional Coverage, Vendors Single Interest and 
Collision on Mobile Homes. 


Complete application on opposite page. 





CREDIT LIFE Agents 


The St. Louis Insurance Group can arrange agreements at attractive Agency Commissions for 
Credit Life, Health & Accident Insurance Applying to Automobiles and Mobile Homes financing. 
Send information requested on page at right. 
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ST. LOUIS INSURANCE GROUP ,~ 





STON FIRE AND MARINE INS. CO. ST. LOUIS FIRE AND MARINE INS. CO. 
) MARINE INS. CO. THE INSURANCE COMPANY OF ST. LOUIS 
4144 LINDELL BLVD. OLIVE 2-2000 ST. LOUIS 8, MO. 
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Complete This Application Now 


(or send exact 
information 


requested ) 
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American Bankers Assn. Issues Manual on 
Coverages for Bank Installment Lending 


To familiarize banks with coverages 
available for use in conjunction with 
installment lending operations, the in- 
stallment credit commission of Amer- 
ican Bankers Assn. is publishing a 
new manual on installment credit in- 
surance. The manual, Insurance Tools 
for Bank Installment Credit, is the 
firsi such comprehensive study to be 
undertaken in this field. 

Carl A. Bimson, of Valley National 


mission, noted that “insurance has be- 
come an integral part of a successful 
installment lending operation, with its 
contribution of protection, its mer- 
chandising factors, and its relatively 
new use of reducing administrative 
overhead, all of which warrant a bank’s 
studied attention.” 

The purpose of the new book, which 
will be offered to all ABA member 
banks, is to assist banks in considering 


gram by compiling for each loan class- 
ification all of the standard and often 
interlocking coverages in use. As such, 
it will provide a permanent reference 
volume on insurance in the install- 
ment lending field. The study is in- 
tended to be unbiased and informative. 
No attempt has been made to recom- 
mend or approve a particular type of 
coverage. Nor does the book contain 
rates, underwriting requirements, in- 
surance markets, or other information 
“best obtained from the bank’s agent 
or broker.” 


Bank, Phoenix, chairman of the com- an 


installment credit insurance pro- 


The material ir the manual was pre- 








From the Kidde file of fire protection case histories: 





FOUR COLOR LEATHER DECORATING PRESS 
Kidde contract 423,617 


DRYING OVEN 


RUBBER MAT 


FOUR COLOR PRESS SUPPLY REEL 


FINISH REEL 
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“More than 50 fires successfully extinguished, 
often at the rate of 2 per day!” 


Shown in the diagram: A four-color, artificial 
leather decorating press. Its flammable inks make 
it a prime target for flash fires of the most vicious 
nature. To guard this equipment — and its oper- 
ators — from these fires, the owners selected the 
best means of fire protection on the market today 
...a Kidde Automatic CO, Fire Extinguishing 
System. Proof that they chose wisely: More than 
fifty fires have been extinguished since the Kidde 
equipment was installed, with no harm to the ma- 
chinery, no injury to any employee. 

Custom-engineered to the requirements of the 
hazard, Kidde systems guard against every con- 
tingency. Special rate-of-temperature-rise detec- 
tors trigger the system at the very first sign of 
fire, give certain protection 24 hours a day, even 
in case of outside power failure. 


All moving parts of a Kidde system are self- 
enclosed for safety, and easy-to-read visual indi- 
cators show at a glance whether the system is 
“set” or “released.” 


Kidde systems use no falling weights, no 
clumsy mechanical triggering methods. Pneu- 
matic Control Heads insure instant discharge of 
Carbon Dioxide gas, which puts out the blaze in 
seconds, leaving no mess to harm machinery or 
equipment. Special Directional Valves allow pro- 
tection of more than one hazard from the same 
cylinder bank, and automatic switches shut off 
motors, fans, and other equipment while the sys- 
tem puts out fire. 


Perhaps you, too, have a “problem hazard.” If 
so, why not call on Kidde. For more information, 
write us about your particular problems today. 





Walter Kidde & Company, inc., 943 Main St., Belleville 9, N. J. 


Walter Kidde & Company of Canada Ltd., Montreal—Toronto 





© Kidde 


pared in cooperation with insurers, 
underwriters, agents, and brokers who 
specialize in insurance as it pertains 
to installment credit. The ABA insur- 
ance and protective committee coop- 
erated in the study. 

Mr. Bimson noted that $15.5 billion 
of credit life insurance was in force 
protecting 30 million persons at the 
close of 1955. Also, $134 billion of auto 
physical damage premiums were writ- 
ten, and it is estimated that 60% of 
this was on cars bought on the install- 
ment plan, he said. 

The yardsticks in measuring any 
effective insurance program are, ac- 
cording to Mr. Bimson: Protection of- 
fered the bank, borrower, or dealer 
against hazards beyond their control 
and wholly outside the credit problem; 
the merchandising factor, as a means 
of making loans through the additional 
safety and security features of insur- 
ance; the value of the coverage in en- 
hancing a bank’s public relations pro- 
gram, and the use of insurance as a 
means of reducing administrative 
overhead, eliminating risk, and mini- 
mizing detail in making loans. 

The 40-page manual is divided into 
two sections. The first section discuss- 
es in detail the make-up and uses of 
various coverages related to the fi- 
nancing of appliances, automobiles, 
boats, construction and_ industrial 
equipment, farm equipment and live- 
stock, mobile homes, and home mod- 
ernization, as well as personal and 
small business loans. Individual dis- 
cussions are given to each loan classi- 
fication, with information provided on 
insurance for financing at both retail 
and wholesale levels. 

The second section deals with gen- 
eral coverages for two or more loan 
classifications such as bankers’ blanket 
bonds, conversion, credit life and dis- 
ability insurance, and non-filing bonds. 

ABA member banks get one copy of 
the manual free by writing to the in- 
stallment credit commission, Ameri- 
can Bankers Assn., 12 East 36th street, 
New York 16. Additional copies are 
$1 each. 
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Ratcliffe, O'Keefe 
to Faculty of N. Y. 
Society’s Day School 


Davis T. Ratcliffe and Dominic 
O’Keefe have joined the faculty of the 
school of Insurance Society of New 
York on a full time basis. The school 
is offering a full program of daytime 
courses for the first time. 

Mr. Ratcliffe is a member of the Vir- 
ginia bar and his early experience was 
in casualty claims with Fidelity & Cas- 
ualty. Later he joined New Amsterdam 
Casualty in casualty claims and under- 
writing and in 1946 became assistant 
secretary and educational director. He 
taught insurance courses at University 
of Baltimore 1948-53. He is the editor 
of Education Exchange, the publication 
of Insurance Company Education Di- 
rectors Society. His published works 
include Workmen’s Compensation In- 
surance Handbook and General Lia- 
bility Insurance Handbook. 

Mr. O’Keefe since 1953 has assisted 
in the administrative work of the 
school of commerce of New York Uni- 
versity and has taught courses in cor- 
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“TOUGH” CUSTOMER 
TYPE NO. 1 





The I|-DON’T-SEE- 
HOW-I-CANary 


a tough bird 
to sell—but 


You CAN with 
The CAMDEN! 


You can get some valuable tips on how 
to sell this “tough bird’—and several 
other kinds—from the new Camden 
“SKETCH BOOK”, just off the press. Many 
other valuable ideas for letters, cards, 
slogans are yours—free for the asking— 
in this informal, interesting and amusing 
collection of sales suggestions. Why not 
write for your copy, today? 


U.S.A. 


ons JUST FILL OUT AND MAIL 


THE COUPON BELOW. 
D sseessiieitae tan 


THE CAMDEN FIRE INSURANCE 
ASSOCIATION 


Camden 1, New Jersey 

Please send me a copy of the new 
“Sketch Book” of sales ideas. 
Sees 


Adda. 
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poration finance, insurance principles, 
insurance law, and life insurance. Dur- 
ing the past summer he received prac- 


ing the past simmer he received peat NATIONAL INSPECTION CO. 


tions at Great American under a CHICAGO, ILLINOIS 


summer fellowship of American Assn. 


of University Teacher: 3 . ° P ~ 
2 anety ce cenwremee Service to Stock Fire Insurance companies for 53 years. 





Inspections and Underwriting Reports. 
Nelson M. Bell, field service manag- " ” or 


er at the home office of Hardware Mu- 
tuals of Stevens Point, has been named R. L. Thiele P. A. Pederson 
manager of the new office at North Manager Ass’t Manager 
Boston, Mass. He has been with the 
ey since 1937, starting at New- 
ark. 


C. H. Strong, Chief Inspector 














SETTING THE EXAMPLE © 


During the course of a recent conversation with an important 
company official he said, ‘‘I read your paper carefully and thor- 
oughly every week. I depend on it and watch for it. If it doesn’t 
arrive on schedule, my week seems incomplete. But it doesn’t end 
there. I try in various ways to get those down the line to read it, 
too. I ask them if they noticed this or that item in it, what they 
thought of it, etc. I ask our important managers and agents the 
same kind of questions. I make it clear that I assume they read it 
regularly. Another thing, I always carry it home with me, in my 
outside pocket where everyone can see it. Of course, I can’t make 
other people read it, but I can certainly set the example. If there 
were any way of tracing it, I think you would find that I have been 
responsible for your getting quite a number of new readers with- 
out ever having told anyone, in so many words, to subscribe.” 


There are many other executives who do the same thing, or 
something very similar. They, too, have told us about it. In fact, 
there are now so many such cases we thought it was about time to 
comment on it. 


The significant point is that a paper that is read and recom- 
mended in this way is surely a good one in which to advertise. 
There can be no question about its importance and readership. 


FrheNATIONAL 
UNDERWRITER 


Largest Circulation of Any Weekly Insurance Newspaper 


Number 42 of a series. 
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Cal. Agents Approve 
Conference-Type 
Regional Meetings 


California Assn. of Insurance Agents’ 
new three-hour conference-type re- 
sional meetings conducted throughout 
he state met with enthusiastic approv- 
il by agents—but an unusually low at- 
endance. Officers attributed the lower 
attendance than at former regional 
neetings to a misunderstanding that 
he conferences were only for state and 
ocal association officers rather than 
for all members. 

The meetings were conducted by 
President B. Franklin Knapp in the 
southern part of the state, by Vice- 
President James P. Bennett in north- 
ern California and by Secretary- 
Treasurer Roger Chickering in the 
central part of the state. 

Most of the discussions were on such 
topics as cost reductions in agency 
operations, selective commissions and 
short-cut auto policies ... but ways and 
means of cutting costs in writing and 
servicing insurance appeared to be the 
uppermost in the minds of agents. 

“Policy writing is a controversial 
subject,” Mr. Knapp said. “It involves 
more than merely imprinting. We have 
to consider underwriting, client con- 
tact and discussion, insurance to value, 
coverage changes and more realistic 
collections—all of them major items 
of expense.” 

The most pressing problem, Mr. Ben- 
net said, is that of flat cancellation. 
“Insurance companies estimate 13% 
of all policies in the fire field alone 
are cancelled flat. Assuming a writing 
cost of $11.50 for each policy, the 
amount of the waste is staggering. 
Flat cancellation is needless in most 
cases,” he continued, “if the agent 
would take the trouble to find out if 
' his insured plans to renew before or- 
dering a new policy, instead of cover- 
ing automatically and then cancelling 
flat later. Flat cancellation is easier. 
But we never will get anywhere with 
cost reduction unless we apply com- 
mon sense to its use.” 

The officers reported that agents all 
over the state agreed that one of the 
principal fallacies in the argument for 
short-cut auto policies lies in the arith- 
metic. The company argument is that 
a 20% lower premium policy is easier 
te sell because the company does more 
of the work, the agent actually gains 
by taking a commission cut to 15%. 

“Everywhere I went,” Mr. Chicker- 
ing said, “I found that agents had a 
difficult time seeking how they could 
double production, which they woulé' 
have to do to maintain present incom: 
levels. Not only that, but it would b: 
impossible to render the service ey 
pected of a local agent on such a 
marginal commission. Actually, tl. 
work is still there. Claims service is 
one of the agent’s largest items of ex- 
pense, and that isn’t eliminated—we 
couldn’t permit it to be if we intend te 
maintain our status as independent 
agents. The functions the agent does 
not handle under these short-cut 
schemes are a threat to his position. 
Billing, for instance, puts the company 
in direct contact with the insured, and 
it takes away control of the financial 
operation—one of the basic functions 
of the independent agency. In addition, 
most of these company handled details 
are relatively minor items of expense 
to an agent.” 

Selective commissions in the work- 
men’s compensation field came up at 
every meeting and the conclusions ev- 
erywhere were similar. “We are told 


we have a choice of 10%, 742%, 5%, or 
216%,” Mr. Bennett said, “But in real- 
ity we have no choice at all. From a 
purely practical standpoint, one agent 
may write a policy at 10% commission, 
and a few weeks later another agent 
may offer to write coverage for the 
same client, possibly even with the 
same insurer, for 242%. The result, of 
course, is that all this business would 
have to be written at 244% and, except 
for very large pieces of business, all 
agents would take a loss on it. Local 
agents can’t afford loss leaders,” he 
concluded. 


Heyen Is Reinsurer 
Vice-President 


Christiania General has appointed 
Roy H. Heyen vice-president. Until re- 
cently he was resident manager at 
Waterbury, Conn., of Liberty Mutual. 
He has had 16 years in the casualty 
field, combining both claims and sales. 


N. Y. Brokers Merge 


William T. Dunn and the executives 
and staff of the Dunn & Fowler brok- 
erage firm of New York will join 
Frank B. Hall & Co., brokers, there. 


Mr. Dunn will be senior vice-president 
and a director of Hall & Co. He has 
served as a director of the Insurance 
Brokers Assn. of New York State. 

Edwin G. Stephens has been named 
vice-president in charge of the prop- 
erty and liability division. He has been 
with Atlantic Mutual and Centennial 
since 1949, as casualty production 
manager and since 1952 as manager at 
Philadelphia. 


Michigan chapter of CPCU will hold 
it all-industry conference Oct. 30 at 
Detroit with the theme, “New Develop- 
ments in Agency Management, Proce- 
dures and Equipment.” 
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NAUA in New Oftice 


National Automobile Underwriters 
Assn. has moved its head office from 
99 John street to the third floor at 150 
Nassau street, New York. The tele- 
phone and teletype numbers remain 
unchanged. Experience reports of com- 
panies should continue to be sent to 27 
Cliff street, New York 38. 


Tex. Commissioner Says 
No New Reforms Needed 


Casualty Commissioner J. Byron 
Saunders of Texas, chairman of the 


board of commissioners, addressing the 
annual meeting of Texas Legal Reserve 
Officials Assn., said the insurance busi- 
ness “needs to prevent restrictive leg- 
islation from being passed’”’ in the next 
session. He expressed the thought that 
no additional insurance reform meas- 
ures are needed and said the state has 
one of the best insurance codes in the 
country. 
. . 

The department will ask for addition- 
al examiners at the next session. 

Mr. Saunders said continued growth 
of Texas insurance despite criticisms 
during the past year “is a tribute to the 
industry and management.” 


Graduated Rate 
Plan for Dwellings 
Filed in Florida 


DALLAS—Florida has become the 
second state called on to consider the 
controversial graduated rating pro- 
gram for fire and extended coverage 
on dwellings and contents, based on 
the amount of insurance in force, as 
a result of a deviation filing made in 
Florida Aug. 31 by the Southwest Gen- 
eral of Dallas, it has been learned. 





and naturally... 


Offers agents 4 advantages: 


1.4 modern fire-company approach 
brought to you by experienced fire men... 


2.On-the-spot facilities of a nationwide 
network of branch and claim offices... 


3.“One-stop” service within one company 
—with all that multiple-line writing 
means for both agents and their clients. 


4.Agents will have the full advantage of 
our more than 70 years’ experience in the 
bonding field and our complete facilities 
and long experience in casualty lines. 


Please send me a copy of your special 
FIRE issue of “Mailroad to PROFITS.” 


FREE 


writing fire insurance 
“across the board” 


American Surety is now writing all standard forms of fire protection 
on all classes of risks: residential, commercial and manufacturing 


approach. 


issue of 


means to you. 


and mail it today! 


AMERICAN SURETY conan: 


FIDELITY * SURETY * CASUALTY + FIRE * INLAND MARINE 
Agency & Production Department 


100 Broadway, New York 5, N. Y. Vame 


Take a look, for instance, at this 


Modern “snap-out” policy form—with 
memorandum of insurance built into each 
policy. Write once and the job is done! 
Planning to save the agent’s time is the 
key-note of American Surety’s fire 


Here’s how to get full information 


Write today for our special FIRE 
“Mailroad to PROF- 
ITs.” It tells you all you want 
to know about what’s behind 


our fire policy ...and what it 


Just fill out the handy coupon below 


* HOMEOWNERS + ACCOUNTANTS LIABILITY * AVIATION 
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The Florida filing provides for a 
40% reduction in net rates for the ex- 
cess of $5,000 up to $10,000 and a 50% 
reduction for the excess of $10,000, 
with no reduction for the first $5,000 
of coverage. The deviation, if approved, 
would become effective as of Oct. 1 
for a period of one year. Under Florida 
department procedures, objections 
should be filed within 10 days, follow- 
ing which a hearing would be ordered. 

By its Florida filing, Southwest 
General is carrying its fight for the 
principle of graduated rates to a state 
other than Texas, where it has been 
under official consideration since ear- 
ly 1955. The company, which is li- 
censed in 12 states, has taken no ac- 
tion as yet to make similar filings else- 
where. 

Ben L. Culwell, executive vice-pres- 
ident, in commenting on the company’s 
new step said that “our experience and 
other data” supporting the deviation 
comprised part of the filing. He point- 
ed out that the proposed rate increase 
is in accordance with Florida require- 
ments in that the “scale, graduated 
only by units of amount of insurance, 
is uniformly applicable to all risks of 
the class or classes described and that 
it will result in rates which are rea- 
sonable, adequate and not unfairly 
discriminatory. 

7 a . 

“We advocate the principle of dwell- 
ing rates graduated by amount of in- 
surance because this device seems the 
most practical way at this time to 
incorporate in the existing rating sys- 
tems some equitable measurement of 
the differences in hazard which are 
reflected by dwelling value. At the 
same time this rating plan will work 
indirectly to help control the insur- 
ance-to-value problem in the absence 
of any or adequate coinsurance appli- 
cations. Also, rates graduated by 
amount of insurance are not so un- 
politic, since the same rate applies to 
every dwelling.” 

_ . ° 

In general the supporting data, ac- 
cording to Mr. Culwell, presented sta- 
tistical evidence that under current 
rates lower-valued dwellings produce 
not only a greater frequency of fire 
and EC loss but also a much higher loss 
ratio than do higher-valued dwellings. 

In Texas, where the graduated rat- 
ing plan was approved in principle by 
the department last March, research 
is being continued for a workable 
formula, according to informed sourc- 
es. There has been no official pro- 
nouncement since late in July when 
the department suggested a system of 
flat rates and a proposal to group all 
key rates in ten brackets. 


D. C. Agents Hear Lawyer 


At its September luncheon District 
of Columbia Assn. of Insurance Agents 
heard Joseph Borkin, attorney, dis- 
cuss anti-coercion efforts. He is coun- 
sen of the Committee to Eliminate Co- 
ercion in Insurance and formerly was 
in the Justice Department. 

Walter Neighbors, chairman of the 
education committee, has arranged 
courses on automobile, inland marine 
and homeowners, time element cover- 
ages, burglary and plate glass, and 
A&S, beginning Oct. 2. 

William Stell is arranging for CPCU 
courses at George Washington Uni- 
versity this fall under sponsorship of 
the D.C. CPCU chapter. 





Buckeye Union School Dates Set 

Buckeye Union will hold its semi- 
annual agents’ school Nov. 26-29 at 
the head office. Top executives of the 
company will handle sessions. More 
than 800 agents and solicitors have at- 
tended the school since it was started 
in 1945. 
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The magnificent business and 
industrial growth of Detroit has 
made it one of the most impor- 
tant commercial centers of to- 
day. 


The agencies listed here are 
reliable, dependable firms which 
exist to serve your every need. 
They are at all times at your 
service—to fill your every need 
is there pleasure. 








BYRNES-McCAFFREY, Inc. 


INSURANCE 
BONDS 


Telephone Woodward 2-0200 


1534 E. JEFFERSON DETROIT 7 





MICHIGAN INSURANCE AGENCY 
WALTER B. CARY, PRESIDENT 
SERVING THE MICHIGAN PUBLIC 

SINCE 1908. 


1300 BOOK TOWER TEL. WO. 1-3166 


“Underwriters of all forms of Insurance” 








Leslie R. Hamann 
INSURANCE 
OF ALL KINDS 


INCLUDING LIFE INSURANCE 


THE HAMANN AGENCY 


1848 Buhl Building 
Detroit, Michigan 


Woodward 1-8888 











GUARDIAN UNDERWRITERS 
INC. 


Cadillac Tower 
DETROIT 26 


Suite 3133 


Specialists All Forms of Insurance 


UNDERWRITING FACILITIES AVAILABLE TO 
MICHIGAN AGENTS 
Woodward 1-1345 














Cruickshank, De Cou and Suliburk 
General Insurance and Surety Bonds 


FOX BUILDING DETROIT 1 
WOODWARD 1-6942 





C. M. VERBIEST AND 
ASSOCIATES 
ADMINISTRATIVE AGENTS— 
M.A.1.A. GROUP PLANS 
WOODWARD 5-3883 
2210 PARK AVE. DETROIT 


An Original Member of the Michigan Association 
of Insurance Agents 


Grow—Summer—Englebert 
Agencies 


J. Alfred Grow, Jr. — Robert J. Grow 
Robert W. Sumner — Walter E. Luckenbacher 
Edwin S. Englebert — Harold M. Blossom 
O. A. Gampbell — Wm. Hogan — Jack Muma 
Howard H. Lawrie — Chas. S. Lee 
Murray W. Sales — John E. Smith 


DIME BUILDING DETROIT 


WOodward 1-9363 























GORMAN & THOMAS, INC. 


Insurance of Every Form 
2nd Floor MAJESTIC BLDG. 


Frank A. Gorman, Pres., Edward A. Stenger, Vice-Pres. 











ROBERT S. KING CHARLES A. RAMSAY 


KING AND RAMSAY 


General Agents 
Western Fire Ins. Co. — Western Cas. & Surety Co. 
17th Floor David Stott Building 
Telephone Woodward 3-4032 





WILLETTE & HUGHES, INC. 
INSURANCE 


509 FREE PRESS BUILDING 
TEL. WOODWARD 2-2294 


DETROIT 





Robert P. Neesley Agcy., Inc. 


28 West Adams Street 
Telephone Woodward 2-3128 























The Maxwell Underwriters, Inc. 


INSURANCE AND 
SURETY BONDS 


3162 Penobscot Building 





DETROIT 


ESTABLISHED 1905 
Michigan Investment Agency 
INSURANCE 


1104-5 Industrial Building, Detroit 26 
WOODWARD 1-3414 


BOSQUETT & COMPANY 


L. William Ferguson, Chairman of Board 
J. Charles Markley Jr., President 
Thomas W. McMahon, Vice Pres. & Sec. 
Henry C. Nimtz, Vice Pres. & Treas. 

C. Gilbert Waldo and Lyle Keiser, Directors 


1936 GUARDIAN BLDG. 
TEL. WO. 2-2500 
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_ Schirmer New Michigan President 





“Facts and Fallacies’ of Compulsory 
Auto Insurance Offered Michigan Agents 


GRAND RAPIDS—tThere is no pub- 
lic demand in Michigan for compulsory 
automobile insurance, W. A. Wickham, 
associate counsel of Standard Acci- 
dent, told Michigan Assn. of Insurance 
Agents here in his talk entitled “Facts 
and Fallacies of Compulsory.” 

If the public is not urging compul- 
sory, Mr. Wickham said, the agents 
need not be agitated over the question, 
but they should be well informed and 
in a position to counter the common 
and not thought out remark that 
“everyone should carry insurance.” 
There are more problems to having 
everyone carry insurance than can be 
covered in a day of arguing, Mr. Wick- 
ham said, but if the agent has a few of 
the points at his command he can get 
across the idea that universal insurance 
is not Utopia. 

Citing some of the figures in Mass- 
achusetts, the original compulsory 
state, Mr. Wickham said only 38% of 
the motorists carry excess of the com- 
pulsory 5/10 limits; only 38% carry 
medical pay, and only 70% have guest 
coverage. Every year there is political 
turmoil at rate setting time, and one 
of the great lessons learned in Mass- 
achusetts is that compulsory turns into 
a political game and the pressure is 
constantly on the companies. Since 
compulsory went into Massachusetts, 
884 bills have been introduced to effect 
changes. Arguments have come up 
politically throwing class against class, 
age against age, farmer against city; 
the argument for flat rates is a rural- 
metropolitan politically created issue. 

For the agents, compulsory has 
meant commission reductions through 
political pressure. 

Then there is the fallacy that com- 
pulsory encourages traffic safety. Mr. 
Wickham noted that almost invariably 
when safety people get together some- 
one produces the idea that if everyone 
were insured there would be fewer 
accidents. The truth of the matter is, 
he pointed out, the carrying of insur- 
ance has nothing to do with running 
a car into a tree. 

In New York some of the news- 
papers took up the compulsory siren, 
and the politicians caught hold of it as 
an issue. Ex-Gov. Dewey tried to get a 
bill through and failed, but then Gov. 
Harriman took up the idea and was 
successful in introducing compulsory 
to New York. Mr. Wickham said an- 
other of the fallacies of compulsory 
is that when the issue gets stirred up 
and beclouded with the safety feature, 
the whole problem gets lost in con- 
sidering what form compulsory will 
take instead of whether the principle 
of compulsory should be introduced at 
all. This is a dangerous development, 
but it is something, Mr. Wickham said, 
that seems to take place once compul- 
sory is agitated enough to interest the 
politicians. 

The addition of property damage li- 
ability to the New York compulsory 
bill will add heavily to the detail, and 
Mr. Wickham predicted New York 
agents will find themselves con- 
fronted with a tremendous additional 
amount of paper work. 

Under the New York compulsory 


bill, Mr. Wickham said, politicians 
will not leave rates untouched. They 
are the key on which an issue can be 
raised annually. Already there is in- 
terest in merit rating and there is de- 
mand for a rate investigation. 

Rates have to be predicated on busi- 
ness judgment if they are to be equit- 
able, Mr. Wickham said, but once the 
politicians get their hands in they be- 
come politically shaded. 

Compulsory is not provided without 
additional cost to the public, even in 
New York, where that claim is made, 
Mr. Wickham pointed out, since the 
companies are paying the cost and 
their cost has to be translated to the 
public in the rate. 

In New Jersey, where there is an 
unsatisfied judgment fund, one of the 
unforeseen developments is a lower- 
ing in the number of insured motor- 
ists, many people thinking that since 
there is a fund to take care of un- 
satisfied judgments they do not have 
to bother to insure, and others be- 
lieving that the fund itself constitutes 
insurance and therefore they don’t 
need private coverage. : 

The Michigan compulsory situation 
has been rather simple so far, Mr. 
Wickham said. A bill was introduced 
in 1954 by a single sponsor, and this 
man tried again in 1955 although at 
that time he had a co-signer. Again in 
1956 this man introduced a bill, but he 
continued to have a weak case and it 
did not get out of committee. 

The fact that a bill was introduced 
three times and has gotten nowhere 
and has failed to pick up sponsorship 
or much interest would indicate. that 
the public in Michigan is not anxious 
to have compulsory, Mr. Wickham re- 
marked. However, the confusion of 
compulsory with safety came up in 
Michigan at the last governor’s safety 
conference when a resolution was in- 
troduced without discussion favoring 
compulsory as a safety measure. This is 
a dangerous breeding ground. The 
safety people seem to be the ones who 
historically have gotten tangled up 
and have failed to distinguish be- 
tween the driver of an automobile on 
the one hand and the insurance com- 
pany as a business corporation on the 
other. 

- . 

Only eight tenths of 1% of Michi- 
gan accidents resulted in unsatisfied 
judgments, Mr. Wickham said. Al- 
ready there are 89% of the motor ve- 
hicles insured, and he offered the 
thought that more laws are not the 
answer to traffic safety. 

If compulsory were a reality in 
Michigan, Mr. Wickham predicted it 
would result in reduced coverage to 
meet rating problems, create a tend- 
ency to purchase minimum amounts 
of insurance, become the pivot of poli- 
tical turmoil, project government into 
insurance with new rules, details, pro- 
cedures and additional burdens for 
agents, bring pressure on commissions, 
and probably increase rates while add- 
ing nothing to traffic safety. 

A welcome second to Mr. Wickham’s 
observations was offered by Commis- 
sioner Joseph A. Navarre of Michigan, 


Mich. Agents Silent 
on Competition, 
Company Problems 


GRAND RAPIDS—The most sur- 
prising development at the Michigan 
meeting was the absence of questions 
at the “agents only” session. The of- 
ficers had thought there would be a 
good many problems on the minds of 
the members and that half a day 
would not be too much in which to 
give them an airing; but even though 
this session started more than half an 
hour late, President Gerry Fauth was 
able to close it early and he still had 
to prod the audience along. The ses- 
sion was not a bust by any means, 
but it was the opportunity for every- 
one to have his say and criticize the 
activities of the association, the com- 
panies, or the competition, and almost 
nothing was said along those lines. 
There was purposely no agenda in or- 
der to have time and opportunity to 
handle an anticipated barrage of 
questions, but they failed to develop. 


One question submitted was wheth- 
er agents need deviating companies, 
dividends, specialty writers, gimmicks, 
etc., in order to meet competition. 
Joseph W. Mundus of Ann Arbor, a 
past president, said that times have 
changed and agents can represent any 
agency company and still be in good 
standing under the agency system. 
However, there are differences in de- 
gree, and the prime concern among 
agents today is not what particular 
agency company (stock or mutual, for 
example) but the best means of coping 
with direct writer competition. He 
would not offer his convictions on the 
use of Safeco type operations, recom- 
mending that the agents let their con- 
sciences be their guide. 

Asked what is the position of the 
Michigan association on commission 
reductions, sliding scale commissions, 
direct billing, continuous policies and 
such like, Mr. Mundus said the six 
month auto policy and direct billing 
are primary moves involving a com- 
mission reduction. He wondered, if 
they are successful in the automobile 
business, why they would not expand 
into other lines with the result that 
agents might find themselves eventu- 
ally in the same position as solicitors 
for State Farm Mutual Auto. 


Several agents questioned the fair- 
(CONTINUED ON PAGE 34) 








who urged the agents not to go along 
with “glib and careless statements” 
to the effect that everyone should be 
insured. He said the answer can be 
produced out of the free enterprise 
system, and the free enterprise sys- 
tem cannot operate when rates are 
determined under political pressure. 

Less than 1% of motorists had to post 
security for failing to meet judgments 
under the financial responsibility law, 
a department study showed, Mr. Na- 
varre said. He added that if a Mass- 
achusetts type law were enacted in 
Michigan, it would cost the Michigan 
motorists an extra $50 million just to 
make up the mere $45,000 lacking un- 
der the present financial responsibili- 
ty law on the part of a fraction of mo- 
torists. 


Named to Succeed 
Gerry Fauth at 
Annual Meeting 


Worgess and Barnich Are 
Elected to Top Posts; 
500 at Grand Rapids  ~- 


By JOHN C. BURRIDGE 


GRAND RAPIDS—Insurance com- 
petition, at least at the agency level, 
has not reached such a pitch as to 
cause undue excitement among mem- 
bers of Michigan Assn. of Insurance 
Agents, according to all outward signs 
at the annual convention here last 
week. Given a chance to air whatever 
was on their minds at a session last 
Friday morning, the agents went only 
so far as to express some concern over 
the rate level in automobile insurance 
for young male drivers under 25 and 
to point out some inconsistencies in 
package dwelling policies. There was 
an air of confidence throughout the 





R. G. Schirmer 


Gerry Favth 


whole convention that competition can 
be dealt with and that some of the 
other problems on the horizon, such 
as compulsory automobile insurance, 
also can be handled without hysteria. 

Not the least among the reasons for 
this optimistic outlook is the fact that 
the association knows it has in its 
secretary-manager one of the most 
adroit legislative diplomatists in the 
business, W. O. Hildebrand, who seems 
to be able to watch every rat hole 
for adverse bills and still guide a few 
through that are to the liking of the 
industry. At the same time he carries 
out the day to day affairs of the as- 
sociation smoothly, so that in Michi- 
gan things are kept pretty much on 
an even keel. 

Two innovations were tried at the 
Grand Rapids meeting—giving over a 
full half day for discussion of any 
topics the agents might want to hash 
over and a reception and buffet dinner 
instead of a banquet and entertain- 
ment. The discussion plan was dis- 
appointing to the officers, but the re- 
ception and buffet proved to be a big 
success. Another program item on the 
hit parade was a breakfast conference 
at which the Farm Underwriters 
Assn. new survey and credit form for 
farm coverages was introduced. This 
played to an over-flow audience of 
more than 60 agents and all of those 
attending came away expressing the 
feeling that they have something now 


(CONTINUED ON NEXT PAGE) 
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with which to compete with the mu- 
tuals. 

At the concluding session, Robert G. 
Schirmer, Saginaw, was elevated from 
vice-president to president to succeed 
Gerry Fauth of Flint. Russell V. Wor- 
gess, Battle Creek, moved up from 
treasurer to vice-president, and the 
new treasurer is Archie E. Barnich, 
Cheboygan. 

Elected to the executive committee 
were M. Frank McCaffrey, Detroit (re- 
elected); Charles E. Garrett Sr., Kal- 
amazoo (reelected); John DeVries, St. 
Joseph; Ralph Norvell, Pontiac; Stuart 
W. Doty, Grand Ledge (reelected), and 


F. Loren Rogers, Ontonagon (re- 
elected). 
Wednesday evening the officers, 


executive committee, the past presi- 
dents and two of the key standing 
committees, conference and public re- 
lations planning, attended a reception 
and dinner. It has become the custom 
to have Commissioner Navarre of 
Michigan attend these gatherings and 
offer a few remarks before the con- 
vention gets under way, and he ad- 
vised the agents on this occasion to 
look at their problems with perspect- 
ive. Competitive problems, he pointed 
out, involve recognizing that the pub- 
lic sees merits and values in the com- 
peting product and the agents have to 
deal realistically with that fact. By 
doing so they will see the needs of 
the buyer and take positive steps to 
fill them. 

Michigan Assn. of Insurance Agents, 
the commissioner said, constitutes a 
most potent force in maintaining the 
balance of the insurance business in 
the state. The agency system is per- 
manent because it fills a great public 
need. The agents are the first to put 
pressure on the companies to make 
changes when needs are not met. In 
the automobile business, Mr. Navarre 
said the agents took a beating because 
what their companies had to offer fell 
short of what the public wanted and 
price became a factor. The National 
Bureau family auto policy was not 
brought out from the goodness of the 
companies’ hearts, he vouchsafed, but 
because the agents said, “You supply 
us with a better package or we’re out 
of the business.” 

Stressing his theme of looking at 
both sides of competitive problems, 
Mr. Navarre said when the buyer goes 
elsewhere for his insurance it is often 





because he finds coverages that look 
attractive at a good price and the local 
agent cannot make an equal offer. It 
is when this happens, Mr. Navarre 
declared, that the agents have to take 
the initiative and tell the companies 
what they need if they are to get 
their share of the market. But, he 
cautioned, the approach has to be 
from the standpoint of recognizing 
what is worthwhile in the competi- 
tor’s package. 

More than 500 were registered when 
the first general session convened 
Thursday morning. Samuel Gray, state 
agent of New York Underwriters, led 
in the singing of “America,” and John 
G. Molhoek, Grand Rapids, a member 
of the executive committee, gave the 
invocation. Greetings from the host 
Grand Rapids association were ex- 
tended by President Kirby E. Evans. 

Reporting on association finances, 
Treasurer Russell V. Worgess of Battle 
Creek said there was an operating 
gain during the last year. However, 
there are still members who are pay- 
ing minimum dues although there is 
general agreement that the present 
formula is equitable. 


The report of C. Gilbert Waldo, state 
national director, was read by Vice- 
President R. G. Schirmer in the ab- 
sence of Mr. Waldo. The report covered 
the meeting of the National Board of 
State Directors in conjunction with the 
Eastern Territorial Conference of 
NAIA. Mr. Waldo made note in his 
report that the activities in Washing- 
ton indicate the need for agents to 
cooperate closely with the companies 
in watching government trends. 

M. Frank McCaffrey of Detroit, re- 
porting as chairman of the conference 
committee, took up some of the doings 
of the committee at the meeting with 
Western Actuarial Bureau and com- 
pany managers in Chicago. He said 
there were 32 items discussed, many 
of them controversial, but the com- 
panies were cooperative and “com- 
pletely frank” in stating why some 
things couldn’t be done or wouldn’t be 
done. Such candor saves time, Mr. 
McCaffrey remarked, and makes for 
better agent-company relationship. In 
years past there was a lot of time 
lost beating around the bush when the 
agents raised ‘*n issue, he commented. 

Among the ems on the conference 
agenda wert how to avoid multiple 
policies for large risks, debris removal 





Russell V. Worgess W. O. Hildebrand 


clause under form A, replacement cost 
endorsement, the continued use of the 
approved and unapproved roof rate 
differential, and public school insur- 
ance. However, the agents did not take 
time to go into all-risk dwelling pol- 
icies or block coverages, because these 
policies are handled out of the east. 
There is a tendency for more and more 
control to gravitate to the east, Mr. 
McCaffrey said, and this is putting 
limitations on what can be accom- 
plished at the Chicago conference. 
Nevertheless, he said he feels these 
are meetings of great value if for no 
other purpose than to offer the agents 
a chance to express themselves and 
get the ball rolling on some of the 
things they would like to see done. 
A few years ago when the late 
George Carter of Detroit Insurance 
Agency used to report to the Michigan 
agents on the midwest conferences, he 
interspersed his factual account of the 
meeting with a variety of suggestions 
on everything from the virtues of pa- 
tience to the necessity for safety work, 
and these asides have not been in- 
dulged in in recent years by the con- 
ference committee chairmen. Thus 
when Mr. McCaffrey wound up his 
talk with an eloquent plea to the 
agents to keep government out of the 
business by not running for help every 
time a small crisis arises, he ‘brought 
his audience to the edge of their chairs. 
He said insurance on public schools 
was extensively discussed at the Chi- 
cago meeting, especially mutual com- 
petition, but no solution was arrived 
at. In Michigan, he commented, there 
is an especially hot competitive situa- 
tion. Those agents who are at all con- 
nected with school boards or the run- 
ning of public schools, Mr. McCaffrey 
urged, should not fall into the trap of 
running to the government whenever 
they become dissatisfied. There is a 
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feeling that the goverment can do 
something about it, and the question is 
raised of how much profit some agent 
is making on a school line and how 
much profit the company is making 
with the idea that the state could set 
up a fund and all the ugly profit could 
be saved. History shows, Mr. McCaf- 
frey said, that it is useless to believe 
government can do a better job than 
private enterprise. Every penny of 
profit that is saved is lost twice over 
under the dead hand of government 
control. 

Mrs. Esther Diebold, West Branch, 
chairman of the public relations plan- 
ning committee, said her committee 
recommended last year and is now 
recommending again a four-point pro- 
gram for local board advertising. This 
includes assignment of local board ad- 
vertising problems to a special or reg- 
ular committee set up for that pur- 
pose by the state association; a survey 
by that committee of present board 
advertising—what has been accom- 
plished and what has been spent; a 
survey of advertising services offered 
by the companies, and assignment 
to an agent in each local board of 
announcing rate and form changes in 
their areas instead of having the in- 
formation given out by the companies 
or bureaus, sometimes before the 
agents are even aware of it. 

Mrs. Diebold also recommended that 
the agents give more attention to ser- 
vicing and insuring public properties. 
She said the association is offering an 
award to the Michigan newspaper giv- 
ing the best coverage to Fire Preven- 
tion Week. 

Concluding speaker at the first ses- 
sion was Commodore W. F. Doyle of 
Lansing, general manager of Michigan 
Chain Stores Bureau, who is referred 
to as the dean of Michigan lobbyists 
and is waging a private campaign to 
keep automobiles off Mackinac Island. 
Mr. Doyle gave an educational talk on 
legislative processes and said that 
many of the faults complained of are 
not those of the legislative system but 
are brought about by inattention and 
apathy on the part of the voting pub- 
lic. Every bill introduced in Michigan, 
he said, is given open hearing at which 
anyone even slightly interested can 
be heard. Some of the most important 
hearings are attended by just two or 
three persons, all lobbyists, and the 
general public lets this and other op- 
portunities for making its influence 
felt go by the board. 


Thursday afternoon the program 
consisted of a review of the fire pre- 
vention program sponsored by Flint 
Assn. of Fire & Casualty Agents and 
a talk on compulsory automobile in- 
surance by W. A. Wickham, associate 
counsel of Standard Accident. (Mr. 
Wickham’s talk is reported elsewhere.) 


Martin M. Conaton, vice-president of 
the Flint association, assisted by three 
members of the Flint fire department, 
told how his organization has spon- 
sored with great suecess the fire pre- 
vention program of National Fire Pro- 
tection Assn. This is a program de- 
signed to inculcate the idea of safety 
in school children and in Flint there 
are more than 3,000 sixth grade young- 
sters participating. Children are taught 
how to look for fire hazards in their 
classrooms and encouraged to take 
surveys of their own homes and elimi- 
nate sources of fire. Last year, with 
85 classrooms active and 3,000 chil- 
dren participating, the agents figure 
that approximately 15,400 home haz- 
ards were eliminated as a result of 
this program. The children are given 
badges for achievement and their re- 
sponse has been excellent. He said 
NFPA educational material is used 
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and if the program is introduced prop- 
erly and conducted properly, not only 
are there benefits of eliminating some 
unnecessary fires, but the agents come 
in for a good share of the credit. Mr. 
Conaton said since the agents have 
been active in this work they have 
been invited to attend a good many 
civic functions on the theory that 
what the association is doing is a civic 
job and the association leaders, there- 
fore, should be acquainted with and 
take part as leaders in all important 
civic activities. 

Agents not getting up early enough 
had to be turned away from the break- 
fast conference Friday morning at 
which the speakers were Robert H. 
Meade, assistant manager of the farm 
department of Home; C. K. Thorn- 
purg, state agent of Home; S. E. Mai- 
dens, state agent of Continental, and 
Ralph W. Nuttall, Standish, chairman 
of the farm underwriting sub-commit- 
tee of the conference committee of the 
Michigan association. 

The farm survey and credit plan 
which was brought out by Farm Un- 
derwriters Assn. about a year ago 
was filed in Michigan in July, but this 
was the first chance agents have had 
to get an explanation of it. The re- 
action was that this program offers a 
fine competitive opportunity, but the 
speakers cautioned the agents not to 
abuse the credit privileges. Michigan 
is a good farm state, but the stock 
agents have not been getting their 
share of the business. The breakfast 
session apparently convinced them 
that now they have a chance to go 
into that market on an equal basis. 

Mr. Hildebrand announced at the 
close of the “agents only” session 
that the executive committee has ap- 
proved a major medical plan for as- 
sociation members which will dove- 
tail with the existing Continental As- 
surance group plan for life and dis- 
ability. There will be a $500 deductible 
and a $25 a day maximum benefit. 
The deductible can be absorbed by the 
basic plan—that is, the deductible will 
be $500 or whatever is collected under 
the basic plan, whichever is greater. 
To be instituted, 85% enrollment is 
necessary of those now under the pres- 
ent group plan. 

At the brief concluding luncheon 
session, the officers were elected and 
were installed by Darlyle Watters, 
head of the licensing division of the 
Michigan department. Mr. Fauth was 
presented a handsome gavel with an 
inscribed silver band by J. Thomas 
Peterson, Pontiac, chairman of the 
hominating committee, for his work as 
president during the last year. 

Mr. Fauth, incidentally, brought the 
convention some extra publicity when 
he drove to the meeting from Flint in 
his 1923 Locomobile. He parked the 
shiny antique car in front of the Pant- 
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lind hotel, where it became quite an 
attraction to the passers-by, and 
doubly so Thursday morning when the 
fire department was called by an un- 
known party to investigate a gasoline 
leakage. Mr. Fauth had had his 30-gal- 
lon gas tank filled early in the morn- 
ing and had pumped up the pressure, 
evidently too much, and gas was 
forced from the cap onto the street. 
The fire department pumper flushed 
the gasoline down before a large crowd 
of interested bystanders. 

Mr. Fauth is a collector of antique 


automobiles and now has about a doz- 
en cars, most of them having some 
historical relationship to Flint. 

Mr. Fauth has been in the agency 
business at Flint for 30 years, and 
now has his three sons associated with 
him. He is a strong believer in the 
agency system, holding that it is one 
of the few businesses which offer a 
father a chance to give his sons an 
opportunity to become successful. In 
his town, of about 25 first rate agen- 
cies, six are being conducted today by 
sons of the founders. 


Travelers Modernizes 


Two Canadian Offices 


Travelers has modernized two of its 
Canadian offices. In Calgary new of- 
fices are being opened in the Michael 
building. A full branch office for life 
and A&S lines has been established 
and facilities for handling all lines 
have been enlarged. Casualty, fire and 
marine lines are under the general su- 
pervision of the Winnipeg branch of- 
fice, which has been enlarged and 
moved to new quarters in the Dayton 
building, 323 Portage Avenue. 
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Mich. Agents Silent at 


Agency Problem Session 


(CONTINUED FROM PAGE 31) 

ness of increasing the charge under a 
homeowners policy for the privilege of 
waiving the deductible. As the amount 
of insurance under a homeowners in- 
creases, the amount charged to waive 
the deductible also increases. One in- 
sured is charged $9 to waive the de- 
ductible and his next door neighbor 
might be charged $25. The feeling was 
that this should be a flat charge. 

Mr. Mundus wondered whether it 
would be a good idea for Michigan to 
adopt the South Carolina ruling that 
policy and rate changes be made only 
once a year and on a certain day. 
There was disagreement with this— 
although agents feel changes are made 
too thick and fast—on the grounds 
that progress should be allowed to oc- 
cur as fast as it can and by whatever 
company wants to introduce it. 


Six and perhaps more agents got up 
to indicate a desire for merit rating 
for accident free young male drivers. 
These agents agree with some of their 
insured that the rate on these risks is 
just about as much as can be stood, 
and there are on the books quite a 
number of young drivers who have not 
had their first accident. Such risks, 
these agents contend, should get a 
break. One agent wondered about the 
rate difference between young male 
and female drivers. He said he had a 
loss in which a young man was driv- 
ing and necking a girl. He ran off the 
road at a turn and smashed up his 
car, and the agent asked: “Now who is 
to blame for that?” 





Compensation Rates Hike 
Unopposed in N. C. 


Absence of any opposition at a re- 
cent public hearing assured approval 
of a requested 34.4% increase in com- 
pensation rates for longshoremen and 
harbor workers in North Carolina. 

The hearing lasted less than 10 min- 
utes. William F. Laughlin, manager of 
the Compensation Rating & Inspection 
Bureau of North Carolina, was the sole 
witness. He testified the increase re- 
sults from the action of Congress in 
boosting benefits for workers in this 
category. 

The increase will take effect Oct. 1. 


Premium Income Up 
$14 Million in Oregon 


There were 660 insurers operating in 
Oregon at the close of 1955 which dur- 
ing the year collected $235,302,422 in 
premiums. This represents a premium 
increase of $14,554,942 over 1954. Gross 
claims paid to policyholders or their 
beneficiaries totaled $114,852,248, an 
increase of $9,420,930. In addition to 
payment of claims, dividends or sav- 
ings returned to policyholders amount- 
ed to $10,060,609, for a combined total 
of $125,212,857 paid to Oregon policy- 
holders. 


Conn. Mutual Agents to 
Hear Rating, Auto Talks 


Mutual Insurance Agents Assn. of 
Connecticut will hear talks on the 
family automobile policy and on recent 
changes by New England Fire Insur- 
ance Rating Assn. at its Sept. 26 
meeting in Hartford. William C. Mar- 
tin, manager of the New England gen- 
eral agency of Utica Mutual, and John 
F. Hart, manager of the rating asso- 
ciation’s Bridgeport office will speak. 





Griffith to Mobile Agency 


Banks Griffith, former state agent 
of Northern Assurance in Alabama, 
has joined the Thames, Jackson & Har- 
ris agency at Mobile. 
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Clyde Marshall Urges 
Agent-Company Unity 
in Facing Competition 


Clyde M. Marshall, vice-president 
and Pacific coast manager of Aetna 
Fire group, addressing the annual con- 
vention of Washington Assn. of Insur- 
ance Agents at Spokane, urged agents 
and companies to resolve their differ- 
ences and work together to solve the 
problems confronting the agency sys- 
tem. 

Mr. Marshall discussed at length 
the problem of direct writing competi- 
tion in the automobile field and the 
pros and cons of direct billing, the 
continuous policy, and the reduced 
commission system of competitive au- 
tomobile insurance marketing. He sug- 
gested that both agents and companies 
must work together to determine the 
proper course to follow. 

“T think we can establish rather con- 
clusively that a company using the 
conventional method of marketing au- 
tomobile insurance cannot hope to 
compete expense-wise with the more 
direct method,” he said. “Under these 
conditions, might it not be better for 
the agents to look upon automobile as 
part of the protection package, giving 
multiple line companies an opportun- 
ity to employ all reasonable economics 
in order to compete cost wise? 

“If not—isn’t there the risk that, if 
these agents let the automobile insur- 
ance go by default because of the price, 
they are giving the direct writers an 
opening wedge to write more of their 
client’s business?” 


Mr. Marshall defended company 
rate making bodies, committees and 
similar organizations against much re- 
cent criticism, stating that those serv- 
ing on them consider the problems of 
the business “long,” “earnestly,” and 
“unselfishly.” 

Referring to selective underwriting 
by direct and specialty writers, Mr. 
Marshall warned that agents “can’t 
expect a company to continue to pro- 
vide an ‘across the board’ market in 
the face of gradual dilution of the 
quality of their business.” 

A major item of unnecessary ex- 
pense to insurers, according to Mr. 
Marshall, results from flat cancella- 
tions of policies within the 60 day 
grace period often due to requests for 
renewals by agents without contacting 
insured. He also suggested that the in- 
dustry has gone too far in broadening 
coverage and reducing rates which 
have resulted in unsatisfactory loss 
ratios. 





Donaldson Named Education 
Head of Standard Accident 


La Vern J. Donaldson has been ap- 

Pointed manager of the educational 
department of Standard Accident. 
_ Mr. Donaldson joined the company 
in 1945 as a claim adjuster at Detroit 
and was later named claim examiner 
at the home office. In 1949, he was 
transferred to St. Louis and was made 
Manager there in 1950. He returned 
to the home office in 1953 as a claim 
examiner and in 1954 was named as- 
sistant manager of the casualty claim 
department. 





Hawaii WC Law Pamphlet Ready 

Assn. of Casualty & Surety Compa- 
nies has published a new edition of 
the Hawaii workmen’s compensation 
law pamphlet containing a digest and 
complete text of the law, all pertinent 
wpplementary laws and amendments 
macted by the 1955 legislature. Copies 
ire available from the association at 
§0 John street, New York. 
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underwriters we have complete authority ...and offer 


you these outstanding advantages: 


e A STABLE MARKET 


e NO PROHIBITED LIST 


$42,000,000 in assets: $15,000,000 in U. S. funds. 


e DOMESTIC CLAIM PAYMENTS 


e U. S. LANGUAGE POLICY 


claims paid from our Denver offices. No 


lengthy waits, no foreign correspondence. 


e FAST COMPETITIVE QUOTATIONS 


e USE YOUR OWN ADJUSTERS 


Agents recommended adjusters accepted. 


e NO DIRECT BUSINESS 


Here is the market you can use to serve your customers better! ... build 











LONG HAUL 


Our automatic treaties. combine, on a 
quota share basis, American Stock 
Companies and Lloyd's, London, pro- 
viding strength and security for you 
and your insureds. The classes of coy- 
erage listed below are merely a few 
of those available to your agency. 


your surplus business faster. Write or ‘Phone Today for complete information. 


Anhydrous Ammonia 
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Unusual and Hazardous Lines, 
Liability and Physical Damage 


OFFICES TO SERVE YOU IN 


Albuqierque Denver Seattle 
Atlanta Los Angeles St. Louis 
Dallas Oklahoma City And More To Come 


Elomer Bray Blervice. BB nc. 


HOME OFFICE 


P.O. Box 1008 — Albuquerque, New Mexico 


Long Haul Trucks 
Butane and Propane Busses 
General Liability Products 
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| NO. 10 OF A SERIES | 


Service does Pay 






Says a Pearl-American Agent in Central North Carolina. This 

is his story: ‘““Why does it pay? Because we are selling an in- 

tangible product with its importance taken somewhat noncha- 
lantly by the assured until disaster strikes. 


We, of course, do survey rate work and many other things 
but what we consider our most important service is our follow through on claims. *Ve 
could, as the ‘hired hand’ agent does, report a claim to the company’s Claim Depart- 
ment and then dismiss it from our mind. Instead we diary the file and periodicaily 
contact our customer and the adjuster. In that way we at all times keep abreast of the 
progress of the adjustment. Why do we take valuable time to do this? First, because 
we know that if there is ever a time when the average customer feels ‘alone’ it is when 
he has a claim. Second, because we know that if there is ever a time to do our very 
best to make our customer realize that the personal advice and counsel of HIS ‘inde- 
pendent’ local agent is worth far more than any possible ‘saving’ he might make 
through the purchase of ‘cut rate’ insurance, that is the time. 


Twenty-five years in business without a customer dissatisfied over a claim settle- 
ment makes us feel that our efforts have been worthwhile.”’ 


Every Pearl-American Agent has at his command the facilities of one of the world’s 
greatest companies. We invite your inquiry. 


WE BELIEVE 


the properly qualified ‘‘Independent” local agent can best SERVE the | 
insuring public. Unlike the ‘‘Captive’’ agent he is free to utilize the in- | 
surance facilities of the world. In the present and continuing struggle | 
between ‘ ‘Independent”’ and ‘‘Captive”’ agents it is important that this 
capacity of THE ‘‘Independent Local Agent” to SERVE be emphasized 
again and again. This series of twelve actual stories of everyday service 
rendered by ‘‘Independent”’ agents is published in that spirit. Reprints ) 
are available without cost or obligation. 

1 


ant PAmenican 2 


Home Office: 19 Rector St., New York 6, N. Y. 
PEARL ASSURANCE COMPANY, LTD. 
THE MONARCH INSURANCE COMPANY OF OHIO | 
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NAIA Holds Biggest One Ever at LA. 





Some Plug for Cut 
in Agent Pay but 
Boost Commissions 


Ross Also Says Insurers 
Are on Wrong Track Pushing 
UJF Instead of UM 


NEW YORK—Though the entire 
commission structure may not be en- 
tirely accurate, commission reductions 
per se are not the answer to the com- 
petitive problem facing the agency sys- 
tem, Kenneth Ross, retiring president 
of National Assn. of Insurance Agents, 
declared at the annual convention here. 

The comission structure is under at- 
tack on many fronts, he pointed out. 
He said a report on a recent meeting 
of company executives stated that a 
discussion of commission control “re- 
sulted finally in a strong recommenda- 
tion that we explore the legality of 
concerted action, and that we consider 
the business risk involved and be pre- 
pared to assume this in considerable 
degree in the interest of economy and 
for the objective of reducing acquisi- 
tion costs for the benefit of the gen- 
eral insuring public.” 

It is very strange, Mr. Ross de- 
clared, that some of those individuals 
within company ranks who have the 
most loudly advocated commission re- 
duction are officers of companies which 
have offered contingent contracts on 
preferred limes of business as competi- 
tive devices to secure new agency ap- 
pointments. 

“If we are to reduce the income of 
agents to the point where the business 
is no longer attractive,’ he asserted, 
“we are going to see the end of a com- 
petent agency system as we know it 
today.” It is high time for NAIA to 
recognize the problem for what it is 
and take every step necessary consis- 
tent with good business practice to 
protect the interests of its members, 
he declared. 

Reviewing the issues of the day, Mr. 
Ross commented on adoption of com- 
pulsory automobile in New York and 
the impetus this is bound to give con- 
sideration of the subject in 44 state 
legislatures which are in session next 
year. He said the business long has 
stood against compulsory, but he ex- 
pressed disappointment at the attitude 
of agency companies, which favor un- 
satisfied judgement funds rather than 
the uninsured motorist endorsement. 

He said NAIA had advised the com- 
panies that they should make the UM 
cover available at the earliest possible 
moment in jurisdictions outside New 
York. 

That is the only answer to compul- 
sory auto—a coverage that will insure 
the public against losses caused by ir- 
fesponsible and uninsured motorists, 
Mr. Ross declared. 

The UJF is “no answer and does not 
meet our demands,” Mr. Ross stated. 
“Concerning their actions to date, I 
cannot escape the feeling that the com- 
Panies cannot agree on a _ practical 
coverage and possibly even some com- 
panies may feel they have something 





Kenneth Ross, Arkansas City, Kan., 
Battles, Los Angeles, incoming president, and George Hanson, executive secre- 
tary and general counsel of NAIA, shown during the 60th annual convention in 
New York. 


retiring president of NAIA, Robert E. 








Directors Give 
Critical Eye to 
Cal. WC Pay Plan 


NEW YORK—tThe selective work 
men’s compensation insurance commis- 
sion plan inaugurated recently in Cali- 
fornia got much attention at the open- 
ing session of the national board of 
state directors of National Assn. of 
Insurance Agents at the Waldorf-As- 
toria hotel here Monday afternoon. 

Vice-President R. E. Battles, Los 
Angeles, described the situation and 
answered a barrage of questions from 
the floor. No official position was 
taken at that session, but it was ob- 
vious that the directors were opposed 
to it and were impressed by Mr. Bat- 
tles’ warning that it could lead to 
similar action in automobile and oth- 
er coverages. 

Mr. Battles said that, while the 
program is not sponsored by National 
Bureau of Casualty Underwriters, up 
to now all the companies which have 
announced it are bureau members. It 
involves the company offering an esti- 
mated, though not guaranteed, divi- 
dend on workmen’s compensation in- 
surance, the dividend varying with 
the amount of premium and the rate 
of commission selected by the agent. 
There are four graduated scales, one 
for 10% commission, one for 744%, one 
for 5% and one for 242%. One of the 
jokers, Mr. Battles said, is that the 
dividend goes up at about twice the 
rate of commission reduction—taking 
21%4% off the commission increased 
the dividend about 5%. Obviously, this 
leaves the agent with little choice, 
particularly since insurance buyers’ 
associations are well informed on the 
plan and have urged their members 
to demand the highest dividend and 
the lowest commission. Another dis- 
turbing factor is that the plan applies 
to risks with an annual premium of 
as low as $250, which Mr. Battles 
called “uncomfortably close” to the 
average automobile insurance prem- 
ium for a two car family in California. 
Many companies have apparently 

(CONTINUED ON PAGE 48) 


Agents Confer With 
Bureau on Meeting 


Allstate Coverage 


NEW YORK—National Assn. of In- 
surance Agents’ casualty committee 
held a meeting with representatives of 
National Bureau of Casualty Under- 
writers Tuesday afternoon in connec- 
tion with the competitive situation 
raised by the new Allstate auto policy. 
The committee expected to report on 
this conference at the Wednesday 
morning meeting of the National Board 
of State Directors. 

. e e 

The report of H. N. Fullington, Wich- 
ita, chairman of the casualty commit- 
tee, touched off a barrage of discussion 
over the Allstate policy and Mr. Full- 
ington announced the meeting with 
the bureau people after a number of 
members expressed exasperation with 
the situation. There was also strong 
sentiment for uninsured motorist cov- 
erage. In answer to a question by 
Thurston Jenkins, Denver, Mr. Full- 
ington said the National Bureau cannot 
file this coverage at present because 
the member companies will not perm- 
it, although he thinks personally that 
only a small minority of companies 
are opposed to it. 





Local Board Secretaries 


Discuss Cleveland Case 


Secretaries of local boards held their 
annual meeting Sunday morning dur- 
ing the convention. of National Assn. 
of Insurance Agents at New York. J. 
F. Schweer, secretary Cincinnati Un- 
derwriters Assn., presided. The fact 
that New York was on daylight saving 
time caused a number of secretaries 
to miss the session, so another was 
scheduled for Monday afternoon. 

The federal court decision in the 
anti-trust action against the Cleveland 
board was discussed informally. 





Joseph H. Bishop, manager of Cleve- 
land Board attended the NAIA con- 
vention in New York. He has been 
laid up for a couple of months with 
injuries he suffered in a severe auto- 
mobile accident. 


Agents Disposed 
To Meet Problems 
of Competition 


Deal With Advertising, 
Sales and Management, 
Battles Succeeds Ross 


by KENNETH O. FORCE, 
JAMES C. O’CONNOR 
and B. P. McMACKIN Jr. 


NEW YORK—Almost 2,000 agents 
and company men met here this week 
to inspect, exhibit, and encourage the 
agency system. The last one is always 
the best one among these affairs. But 
even discounting the persuasion of im- 
mediacy, the current, 60th annual con- 
vention of National Assn. of Insurance 
Agents, brought into a focus clearer 
perhaps than any of its recent pre- 
decessors needs and strengths of the 
local, independent agent in today’s 
highly competitive, hard sell world. 

The three areas in which the agents 
have come to realize they need to 
strengthen their performance, selling, 
advertising and public relations, and 
agency management, were put on the 
stage in three workshops. Attendance 
here and at all the sessions was mark- 
edly good. More specific problems, 
such as compulsory, the trend toward 
group covers, etc., had their hour of 
attention at the sessions of National 
Board of State Directors. In the back- 
ground, about as far away as the 
nearest corridor, the competitive diffi- 
culties and developments in which the 
companies find themselves embroiled 
formed a consistent theme of conver- 
sation. 

Also, both on the platform and off, 
there was plenty of recognition that 
the problems that face the agency 
business today are problems for both 
agents and companies to solve and not 
weaknesses for which each tries to 
blame the other. 

Agents still feel and at the conven- 
tion continued to display their inde- 
pendence. But there was more of a 
disposition to recognize and acknowl- 
edge that the companies, too, contri- 
bute something to the character of the 
product they distribute. 

Robert E. Battles of Los Angeles 
moved up from the vice-presidency to 
the top position to succeed Kenneth 
Ross of Arkansas City, Kan. Mr. Ross 
has provided a strong, well balanced 
administration, and Mr. Battles already 
has provided evidence that he will give 
the organization vigorous and creative 
leadership. New York itself attracted 
many of the visitors, but they had rain 
on Sunday, rain and fog on Monday, 
cold air on Tuesday and headaches on 
Wednesday. The ladies particularly 
had a long agenda of visiting, includ- 
ing the United Nations around-the- 
island boat tour, and fashion shows. 
Coeducationally there was the Presi- 
dential Ball Tuesday evening and the 
entertainment following the annual 
banquet Wednesday—at which Guy T. 
Warfield of Baltimore, past president, 
installed the new officers and Super- 
intendent Leffert Holz of the New York 

(CONTINUED ON PAGE 53) 
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CHICAGO AGENCIES SALUTE 
THE OOTH N.A.LA. MEETING 





SIXTY-THIRD YEAR 
CONKLING, PRICE & WEBB 


General Agents 


FIRE —- CASUALTY — SURETY 


1423 Insurance Exchange Bldg. CHICAGO Tel. WAbash 2-1220 


FRED. S. JAMES & CO. 


A Nationwide Service for 
American Business and Brokers 
Since 1858 
v v v 
Financial 6-3000 


ONE NORTH LA SALLE ST. 


CHICAGO, ILL. 
LOS ANGELES PHILADELPHIA SAN FRANCISCO 
NEW YORK BUFFALO SEATTLE 
PITTSBURGH MINNEAPOLIS PORTLAND 








HOMER GWINN & COMPANY 


Ray J. Pfordresher Just Insurance 


Almeda Will 


for unexcelled agency service in all lines of insurance 


EDGAR 0. STOFFELS COMPANY, INC. 


Established 1909 
Insurance Agency 


175 W. Jackson Blvd. 





Telephone HArrison 7-8800 


Chicago 4, Ill. 








141 W. Jackson Boulevard 


Board of Trade Building 
Chicago 4, Illinois 








ASSOCIATED 
AGENCIES 


(Incorporated) 


1637 Insurance Exchange 
CHICAGO, ILL. 


Telephone WAbash 2-1780 


Wm. C. DANNE & CO. 


ESTABLISHED 1914 
* 
INSURANCE—BONDS 
* 


175 W. Jackson Boulevard 
Chicago, Illinois 





CHICAGO 
INSURANCE 
AGENCY 


ARTHUR G. HAILAND 
President 




















John Naghten & Co. » 


Metropolitan Supervising Agents 
Established 1863 


COMPLETE INSURANCE SERVICE 


1903 Insurance Exchange Building 
Telephone WAbash 2-1120 
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Surety - Casualty - Fire - Life 
e 


941 Insurance Exchange Building 
Telephone WAbash 2-0173 
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INSURANCE 


Established in 1871 





Intelligent Service and Co-operation 


CHICAGO =§=©=NEW YORK 


Starkweather & Shepley, Inc. 


PROVIDENCE 


1859 


1956 





MOORE-CASE 


175 WEST JACKSON BLVD. 


LYMAN & HUBBARD 


INSURANCE 
AGENT BROKER 


CHICAGO 
TELEPHONE WAbash 2-0400 

















Incorporated 


L. C. Thoelecke Carl E. Herbst 
ALL LINES—ANYWHERE 
Insurance Exchange Building 


GREAT LAKES AGENCY 








Chicago 


FIRE - 
208 S. LaSalle St. 


9 H. DALMAR & CO. 


Bert F. Jacob 


(INCORPORATED) 


Unexcelled Service to Brokers and Agents 


MARINE - 


CASUALTY - SURETY 
DEarborn 2-5950 














AGENTS FOR 


LEADING STOCK COMPANIES 





PHONE WaAbash 2-396! 
1437 INSURANCE EXCHANGE 
CHICAGO 


PHILADELPHIA LOS ANGELES 





89th Year 


R. W. HOSMER 
& COMPANY 


Philip B. Hosmer 
Paul W. Oliver 


GENERAL 
INSURANCE 
AGENCY 


Phone: WaAbash 2-3910 


Insurance Exchange 


CHICAGO 
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nm Illinois’ Largest 








ESTABLISHED 1855 


Agency Specializing 
in the Development 
of Business Through 
Brokers 





WA ALEXANDER & co. 


N S$ U0 @eegee 6 2 


FIELD BUILDING - CHICAGO 


33rd + 34th- 35th ~ FLOORS - 








ROSE-TILLMANN C0. 


C. H. TILLMANN, PRESIDENT 


INSURANCE 
ALL LINES 


NATIONWIDE 
COVERAGE 
Telephone HArrison 7-2183 


Insurance Exchange 
Chicago, Illinois 





175 W. JACKSON 
206 LEHMANN BLDG. 


Siisabianiin Company Managers for the State of Wlinois 


SERVING AGENTS & BROKERS EXCLUSIVELY 
FOR OVER 40 YEARS 


CHICAGO 4, ILL. 
PEORIA, ILL. 


BARTHOLOMAY 


G. A. MAVON & CO. ; 


CLARKSON 


General Agents 


A-1630 Insurance Exchange 
Telephone 
WaAbash 2-0163 
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Southerners Debate Education, Flood 
Cover Potentials and Package Policies 


The southern territorial conference 
of National Assn. of Insurance Agents 
attracted an unusually large crowd, in 
spite of the fact that a number of mem- 
bers were fog bound and unable to 
reach New York in time for the Mon- 
day morning session. The major fea-~- 
tures were a report of the property 
insurance committee by Bernard Ola- 
sov, Charleston, S.C., and a prolonged 
discussion on the attitude of the NAIA 
educational committee toward South- 
ern Insurance Institute at University 
of Mississippi. F. R. Bell Jr. of Charles- 
ton, W. Va., presided. 

Mr. Olasov warned the agents that 
the federal flood insurance program 
will probably cost them a lot of work 
and they will not make any money on 
it. Commissions probably will be no 
higher than under the war damage pro- 
gram of 1942-45 and there will certain- 
ly be losses, which will call for agency 
service. He said he expects rates to 
start high and go higher, because of ad- 
verse selection. Mr. Olasov has notified 
clients of his office that he will let 


them know as soon as a definite plan 
is available and he suggested that other 
agents do likewise. 

The new Texas graduated rate sched- 
ule for dwelling class risks should be 
watched carefully, Mr. Olasov said. It 
may well set a pattern for other states. 
He predicted a liberalization and sim- 
plification of coverage and procedures 
for mercantile risks, possibly with some 
limited off-premises cover, as with 
dwelling contents forms. Discussing a 
survey his committee made among the 
southern states, Mr. Olasov said that 
six states in the conference have home- 
owners and comprehensive dwelling 
policies, while two states have neither. 
In five of the six states, homeowners 
forms account for about 80% of the 
package policy business and the senti- 
ment was strong that if only one pol- 
icy were available, it should be home- 
owners instead of CDP. 

Agents were also favorable to the 
idea of dropping homeowners A, be- 
cause the B form is more popular and 
actually has little more coverage. Agents 
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Glossy prints of this ad are avail- 


able without obligation for news- 
paper reproduction. The inde- 
pendent stock company agent 
may have them upon request. 
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in states which have windstorm deduc- 
tibles seem generally satisfied with 
them. Mr. Olasov praised the work of 
conference committees, on both state 
and territorial levels. He cited as a re- 
cent example a case originated by W. 
K. Allen, Birmingham, who raised the 
fact that the charge for increase cost of 
construction cover in Southeastern Un- 
derwriters Assn. territory had been 
twice the building rate, while it had 
been only the building rate elsewhere 
in the country. When the agents com- 
mittee brought this to the attention of 
the bureaus in SEUA states, the rate 
was changed to the national standard. 

Warner Wells Jr. of Greenwood, pres- 
ident Mississippi association, and C. M, 
Seay, Jackson, manager of that group, 
raised the question of NAIA support 
of the southern institute. They said the 
school does not need financial help, but 
the NAIA educational committee has 
taken the position it will not furnish 
speakers or other personnel help un- 
less a school buys its courses. There 
was a prolonged discussion and it was 
finally decided not to pass any motion, 
but to leave the matter up to the south- 
ern members of National Board of 
State Directors. Mr. Bell, who had per- 
sonally opposed the idea of a formal 
resolution, said he had already includ- 
ed a recommendation for NAIA sup- 
port in his report to the board. 

In the absence of W. W. Noblin of 
Durham, N.C., chairman public rela- 
tions committee, J. P. Walker of Au- 
gusta, Ga., reported that the commit- 
tee will meet in December to set plans 
tor an award to the state doing the 
most outstanding work along these 
lines. J. L. Ebaugh Jr. of Birmingham, 
vice-chairman of the NAIA property 
insurance committee, was unable to at- 
tend. In his absence, T. J. McKernan, 
New York, NAIA staff secretary of the 
committee, gave the highlights of the 
report, which was scheduled to be dis- 
cussed at the state directors meeting. 

Mr. Bell announced the southern 
territorial conference session at New 
Orleans March 24-27 and said there 
will be a major session on public rela- 
tions, as well as workshop sessions on 
property and on casualty insurance. 
L. E. Woodbury, Wilmington, N.C., past 
conference chairman and NAIA execu- 
tive committee member, took a bow and 
was assured support for NAIA vice- 
president. 


Ten Honored with 
President Citations 


Presidential citations were awarded 
by Kenneth Ross, president of NAIA, 
to 10 agents for bringing prestige and 
credit to the agency system during 
the part year through accomplish- 
ments in business, civic or personal 
lives. They are: 

Frank R. Bell Jr., of Charleston, W. 
Va., chairman of Southern Agents 
Conference; Warren A. Bodwell of 





Frank R. Bell Jr. 


George A. Timm 


Manchester, N. H., past chairman of 
Eastern Agents Conference; Frederick 
J. England of Cambridge, state nation- 
al director of the Massachusetts asso- 
ciation, and James C. Kraus of New 
Orleans, past president of New Or- 
leans Insurance Exchange. 

Also, Harold B. Larson of Portland, 
state national director of the Oregon 
association; C. S. McNew Jr. of Pine 
Bluff, chairman of NAIA finance 
committee; John J. Maguire of Phila- 
delphia, chairman of Eastern Agents 
Conference; H. Earl Munz of Paterson, 
N.J., chairman of NAIA property com- 
mittee; Everett North of Billings, state 
national director of the Montana asso- 
ciation, and George A. Timm of Ken- 
osha, state national director of Wis- 
consin association. 





Krom Heads Local Board 


Secretaries Group 


W. W. Krom, secretary of Chicago 
Board, was elected chairman of the 
local board secretaries group of Na- 
tional Assn. of Insurance Agents at 
the second session of this group Mon- 
day in New York. He succeeded J. F. 
Schweer, secretary of Cincinnati Un- 
derwriters Assn. 








Mrs. Franklin 
Knapp of Fresno, 
wife of the presi- 
dent of the Cali- 
fornia association, 
Leslie Hackney of 
Bakersfield, and 
Mrs. Hackney, at 
the NAIA conven- 
tion in New York. 








Conrad Wissell 
of U.S. Casualty; 
William F. Ittner, 
agent at Brooklyn, 
and W. A. Sehl- 
horst and John H. 
Choate Jr. of U.S. 
Casualty, shown at 
the NAIA conven- 
tion in New York. 
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Gleanings from Committee Reports 


Committees form NAIA’s_ year 
around work shops, and the major ac- 
tivities of these groups as reported at 
the New York City convention are re- 
ported below. As changes in the busi- 
ness have accelerated in recent years 
and competition has increased, the re- 
sponsibilities of many of the commit- 
tees have grown markedly. Several of 
the committees this year are asking 
for more funds to pay for a meeting 
or a second meeting in the 12-month 
tenure. 





MEMBERSHIP 





The report of the membership and 
local board committee is always eyed 
with interest because its report is the 
scoreboard on association growth. Sid- 
ney A. Singleton of Orlando, Fla., chair- 
man, this year reported that with 
32,220 members, compared with 32,113 
a year ago, NAIA maintained its long, 
unbroken sequence of steady increas- 
es. Local boards rose from 1,055 last 
year to a record high of 1,075. 

The total figures this year might 
have been quite spectacular had it not 
been for the resignation of the entire 
St. Louis board and many from other 
local boards in Missouri. However, 
Mr. Singleton expressed confidence 
that these members all soon will re- 
turn to NAIA. 

Membership reached 32,308 in Jan- 
uary, 1956, and Texas, in May, attained 
the 2,500 membership mark. 


PROPERTY INSURANCE 








The idea of the property insurance 
committee, that a new approach to 
U&O be made, measuring the losses 
by the inability to deliver merchandise 
or to make a sale on account of the 
loss sustained—a basis on which sev- 
eral independent companies write time 
element coverage—is now under con- 
sideration by Inter-Regional Insur- 
ance Conference’s time element com- 
mittee, H. Earl Munz of Paterson, 
chairman of the NAIA group, reported. 

The commercial block recommended 
by Inter-Regional has not been satis- 
factory, and many agents have com- 
plained about its marketability, he said. 
Inter-Regional has prepared a new 
rating formula that will place its form 
in a competitive position with other 
policies. 

Inter-Regional also has stated that 
it will soon have an announcement 
about a manufacturers’ block policy. 

The committee recommended that 
Inter-Regional amend the present er- 
rors and omissions policy to include 
all the coverages provided under the 
homeowners’ policies, to make home- 
owners palatable to mortgage and 
lending institutions. This is the most 
satisfactory solution to the problem, 
he said. But the committee recom- 
mended as an alternative that it and 
Inter-Regional meet with committees 
of the mortgagee associations to pre- 
pare an endorsement that would be 
satisfactory to all concerned. Inter- 
Regional indicated that it will promptly 
vestigate the feasibility of incorpo- 
rating coverage for homeowners’ pol- 
icles under the present E&O form. 

The committee has received many 
letters from agents regarding the ap- 
Parent lack of harmony between Fac- 
tory Insurance Assn. and rating or- 
Sanizations. Agents are aware of the 
aggressive solicitation of all types of 
risks by the factory mutuals. The com- 
mittee has suggested to Inter-Regional 


and members of the FIA governing 
committee that the business take ac- 
tion so agents can maintain a com- 
petitive position. 

The committee has strongly recom- 
mended that present rules compelling 
insured to rebuild on the same prem- 
ises be eliminated and will continue to 
press for this. 

The committee has urged that van- 
dalism and malicious mischief be auto- 


matically added to extended coverage 
without additional premium. 

Agents have called attention to in- 
equities that develop when deductibles 
are applied on an item basis, and the 
committee recommended that such de- 
ductibles apply by occurrence. The 
group will continue to pursue this sub- 
ject. 

Packaging fire and casualty has 
brought about a situation that requires 


immediate action by rating organiza- 
tions, Mr. Munz said. His group has 
recommended that the fire contracts 
be amended to conform with the 12:01 
a.m. expiration hour of casualty poli- 
cies. Inter-Regional indicated that 
such revision of the statutory policy 
would be acted upon. 

The committee has recommended to 
Inland Marine Underwriters Assn. de- 
velopment of a jewelry and fur form 
that will allow specific insurance to be 
excess as respects specified perils 

(CONTINUED ON PAGE 46) 





The city 
that 


BURN 
DOWN! 








WOULDN’T 





In the Philippine port of Davao one night, a terrifying 
light flared and spread with the wind. Fire was loose! 


It burned beyond control, despite all efforts to quench 
it, devouring warehouses, offices and stock worth mil- 
lions of dollars. 


Fires burned for a month. 


But so swiftly did agents for American International 
Underwriters go to work, that within the same month, 
90 percent of their claims were processed—and closed! 
Rebuilding started before the fires were out. 


Such on-the-spot American service is typical of Amer- 
ican International Underwriters whose representatives 
are located just about everywhere in the world. 


Private American investments abroad, also located 
just about everywhere, now total over 18 billion dollars 
with an increase of 6 billions in the last three years 
alone. These investments imply tremendous insurance 
opportunity, some of it probably originating in your 
own locality. 


It’s easy to handle. You only need the same kind of 
information for risks abroad as for those at home. 
Policies are written in familiar American terms, losses 
paid in the same currency as premiums, or, where local 
law allows, in U. S. dollars. 

Remember, you don’t have to be an expert to handle 
foreign risks. Take them to AIU—and AIU is your 


expert. For full information and literature, write to 
Dept. E of the AIU office nearest yeu. Or call in person. 


AMERICAN INTERNATIONAL 
UNDERWRITERS 


New York « Boston « Washington, D.C. « Detroit « Chicago « New Orleans 
Dallas * Houston « Denver » San Francisco « Los Angeles « Seattle 
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VAN ORMAN WARNS AGENTS 





Could Be Facing Rate-Form War, Answer 
Is Not the Abandonment of Controls 


NEW YORK—If a solution is not 
discovered to the problems created by 
direct writer devi- 
ation in form and 
rate, and the bu- 
reau companies 
abandon the prin- 
ciple of filing rates 
in unison through 
rating bureaus, or 
go into the direct 
writing field, the 
rate and form war 





that will ensue 
may wreck the 
agency system, 


Wayne Van Orman 


plunge some com- 
panies into insolvency and undermine 
the faith of the public in the stability 
of insurance. This was the theme of 
Wayne Van Orman, New York City 
attorney, in his talk at the breakfast 
meeting of the metropolitan and large 
lines agents’ committee of NAIA. Ed- 
gar O. Stoffels of Chicago, the chair- 
man, introduced Mr. Van Orman. 

The large lines metropolitan agents 
have more than an ordinary responsi- 
bility, he said, to find a solution to the 
problem being faced by the insurance 
business. After all, these agents are 
professionals, they have been entrust- 
ed by their clients with heavy lines of 
. insurance. They have a larger volume 
than most agents, they write import- 
ant lines, they must be acquainted 
with the intricacies of underwriting, 
engineering and the like. They are the 
agents with the greatest influence with 
their companies. 

. . . 

Abandonment of the rating bureaus, 
as some propose, is not a solution to 
the problem, Mr. Van Orman declared. 
He said the metropolitan agents’ com- 
mittee will continue to act in the best 
interests of the business if it resolves 
to use its influence and leadership to 
support the principle that rates should 
be made in unison, and that unbridled 
free competition in making rates will 
not solve the direct writer threat—but 
on the contrary will bring chaos to the 
business. 

To prove his thesis, Mr. Van Orman 
reviewed the history of rate making. 

In 1806 there was an early example 
of an attempt to promote uniform rates 
when Phoenix Fire Office of London 
and Eagle Fire of New York agreed to 
establish the same rates and exchange 
experience. About the same _ time, 
North America complained that Phoe- 
nix Fire Office was cutting rates. At 
the same time North America con- 
gratulated itself because “the public of 
Philadelphia is so discriminating that 
it willingly pays the higher rate of 
North America for the greater security 
thereby conferred.” In the early 1800s 
a rapid expansion of insurance com- 


panies occurred and by 1820 agents 
were established principal cities. 

The first attempt to jointly control 
rates was in the organization of Sala- 
mander Society in New York City in 
1819. Between 1823 and 1825, however, 
17 new companies were organized and 
in 1825 the rate schedule was aban- 
doned under the pressure of the re- 
sulting competition. In 1835, New York 
City conflagration ruined 18 compa- 
nies, and the survivors promptly raised 
premium rates to an adequate figure, 
whereupon there was another influx 
of new companies and another fight 
for the business. In 1835 in New York 
City, Assn. of Fire Insurance Compa- 
nies was formed to promulgate rates. 


By 1843 competition again forced 
abandonr ent of the schedule. 
. . . 


After the great Broad street fire of 
1845, which again forced many com- 
panies to discontinue, an attempt was 
made to bring all insurers doing busi- 
ness in the U.S. into one body for unit- 
ed action on rates and other problems. 
This took the form of a convention in 
New York City in 1849. A classifica- 
tion of rates was set up for north, 
middle and western states. In a report 
made by a committee of companies 
meeting in New York City in 1850, it 
was stated that “The business of in- 
surance against fire in the U.S. until 
1810 was profitable; that such was the 
uniformity of rates of premium, that 
the premiums were sufficient to meet 
the ordinary losses and to enable the 
companies to lay by considerable sums 
as surplus, that at that time the prac- 
tice of reducing the rates of premium 
in order to obtain other companies’ 
risks had not been adopted.” The re- 
port goes on to say that “from 1810 to 
1830 many new companies were or- 
ganized and fierce competition ensued 
between the new companies and the 
old, with the new companies adopting 
extremest measures to get the busi- 
ness. Rate cutting compelled the old 
companies to resort to the same meth- 
ods. Eventually rates were brought so 
low that they were insufficient to meet 
ordinary losses. During this period the 
surplus of the old companies was 
greatly diminished.” 

The report continues that “from 1830 
to 1850, with a constantly increasing 
competition and a steadily declining 
rate, the whole premiums received in 
the U.S. and Canada, although sup- 
plemented by millions drawn out of 
capital stock, hardly sufficed to meet 
the losses”. The report concludes by 
stating that “for the period 1790 to 
1850, there not only had been no profit, 
but an actual very large loss in capital.” 

As a result of this report and the 
1849 convention, many of the leading 
companies agreed to cooperate in fix- 


ing rates and abiding by them. How- 
ever, Many companies remained aloof, 
especially newly organized ones, and 
rate cutting and rate demoralization 
continued 1850-65. On the Pacific coast, 
agents in San Francisco and Califor- 
nia in 1860 adopted a code of minimum 
rates “on their honor as gentlemen.” 

By 1866 the loss ratio was appalling, 
inadequate rates were bringing chaos 
to the business. Ninety-nine compa- 
nies then organized National Board. 
Among other things its purpose was 
“To establish and maintain, as far as 
practicable, a system of uniform rates 
of premium.” The chairman of the or- 
ganizational meeting stated: “Without 
an organization of this kind insurance 
companies would be in a position of 
Kilkenny Cats. They would devour each 
other and leave nothing but the tips of 
their tails.” 

From 1869 to 1876 National Board 
exercised jurisdiction over local board 


rates. However, the Chicago fire of 


-1871, the Boston fire of 1872 and the, 


panic of 1873 hit the fire insurance © 
business quite hard, causing many © 


t 
; 


companies to fail. Those that remained © 
began cutting rates to increase rey. | 


enue. By 1877 all attempts at rate 


making were abandoned because of | 


rate cutting of member and non-mem- 
ber companies and because of com- 
plaints received by member companies 
from their agents who were losing 
business to the rate cutters. 

To stabilize the business and again 
establish uniform rates, the early 1880s 
saw the emergence of large regional 
rating organizations such as the New 
England Insurance Exchange, Under- 


writers Assn. of the Middle Depart- _ 


ment, Western Underwriters Assn,, 
Southeastern Tariff Assn., later suc- 
ceeded by Southeastern Underwriters 
Assn., Eastern Union, later Eastern 
(CONTINUED ON PAGE 51) 








Valuable Papers, Accounts Receivable, 
Fine Arts Offer Sales Opportunities 


A few of the policies agents can sell 
and how to sell them were outlined by 
Urban M. Lelli, 
secretary of Phoe- 
n i x-Connecticut 
group, Chicago, at 
the breakfast 
meeting of rural 
and small lines 
agents. 

The contents 
form of the policy 
states that “the li- 
ability of this com- 
pany under this 
item for loss to 
books of account, 
drawings, card index systems, and 
other records shall not exceed the cost 
of blank books, blank pages or other 
materials, plus the actual cost of labor 
in transcribing or copying said rec- 
ords.” As he interprets this language, 
the fire policy will not pay for records 
destroyed or damaged unless duplicate 
copies or other data is available to 
make copying and transcribing possi- 
ble. 





Urban M. Lelli 


Under these circumstances many 
firms have no protection under the 
fire form. Those who have data which 
enables copying or transcribing are 
protected, but to what extent? Con- 
tents fire insurance for commercial 
firms is usually subject to a coinsur- 
ance clause. How many insured con- 
sidered the value of copying records 
when they arranged for contents in- 
surance to comply with the coinsur- 
ance clause? Mr. Lelli said that of hun- 
dreds of cases only one did so, and he 
admitted a perpetual inventory was 
necessary and the effort too expensive. 

How many agents included the value 
of records when purchasing contents 
on their office? He suggested they de- 
termine the cost of copying records, 
including blank material, and increase 
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Going around in circles regarding Agency-Company policy can be a 
frustrating experience. That's why Northern always says—Northern is 
an Agency Company . . first, last and always! Northern Agents know 
where they're going—their security is our most important consideration. 


The NORTHERN ASSURANCE has provided 
reliable insurance protection for over 120 years. 


d. 





FIRE AND ALLIED LINES, AUTOMOBILE INLAND 
MARINE -:- REPORTING FORM -:* FLOATER CONTRACTS 





NEW YORK * CHICAGO ¢ SAN FRANCISCO 


their insurance accordingly to comply 
with the coinsurance clause, or elimi- 
nate this item from the fire policy by 
endorsement. 

The best way to insure records is 
under a valuable papers and records 
policy which is designed for the pur- 
pose. It is all risk with certain excep- 
tions. It is not limited to cost of copy- 
ing or transcribing because it insures 
the actual cost of labor, expenses, and 
material necessary to replace the rec- 
ords. This could involve engineering, 
field, managerial or any other activity 
necessary to replace, or the amount 
insured, whichever is less. The policy 
is available without coinsurance. 

Items which cannot be replaced, 
such as original letters, the only re- 
maining book of a famous author, etc., 
should be scheduled with the amount 
per article specified, which will be the 
agreed value for the purpose of insur- 
ance. The rating formula is very sim- 
ple and enables quotation at time of 
solicitation. The premium compares 
favorably to that for fire and extended 
coverage on a coinsurance basis. 

Prominent prospects are banks, li- 
braries, building and loan associations, 
attorneys, architects, accountants, en- 
gineering firms, mortgage loans, real 
estate, insurance—in fact, any office, 
mercantile and manufacturing firm 
that has records. 

Accounts receivable insurance with 
very few exceptions is as important as 
protection of building and contents. 
Remember, he advised, that accounts 
receivable represent transactions com- 
pleted except for the receipt of the 
money. The customer or client has re- 
ceived the merchandise as ordered or 
the benefits of the professional service 
and agreed to the price. Credit being 
usual, he will pay upon receipt of a 
bill within 30 to 90 or more days. Until 
payment is received, the transaction 
remains open. If there are hundreds 
or thousands of open items, the risk 
of accounts receivable records being 
destroyed is serious. 

If insured cannot accurately estab- 
lish the total amount of accounts re- 
ceivable outstanding as of the date of 
loss, such amounts shall be based on 
insured’s monthly statements for 24 
months. Insured furnishes the com- 
pany monthly statements for 24 months 
preceding the date of policy issue, 
which makes it possible to apply loss 
adjustment conditions even if loss oc- 
curs shortly after policy issuance. The 
rate for the average retail store with- 

(CONTINUED ON PAGE 51) 
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TO THE NATIONAL ASSOCIATION OF INSURANCE AGENTS ON ITS 60TH ANNIVERSARY 


Agents, in recognition of their obligation to the public, stand for and firmly advocate the principles of the American 
Agency System and the sale of sound capital Stock company indemnity. Only through upholding these highest prin- 
ciples of insurance will they enjoy greater prestige and security for capital Stock insurance. 


THE WESTERN MANAGERS whose names appear on this page believe in and endorse the principles of the American 
Agency System and represent companies that, of course, offer only sound capital Stock insurance protection. Through 
their close contact with agents they offer their facilities and services in the proper conduct of the business, and through 
this medium send greetings to the National Association of Insurance Agents. 





Rush W. Carter 
Vice President 


AETNA INSURANCE GrRoUP 
PARK RIDGE, ILLINOIS 





E. A. Henne 
Vice President 


AMERICA ForE INSURANCE GROUP 


CHICAGO, ILLINOIS 


Paul H. Barr 


Vice President 


THe HANovER Fire INsuRANCE Co. 


FuLton INsurRANCE Co. 
CHICAGO, ILLINOIS 


C. L. Zook 


General Manager 


NATIONAL OF HartTFoRD Group 


CHICAGO, ILLINOIS 





P. S. Beebe 


Manager 


Hartrorp Fire INsurANCE Co. 


Crrizens Ins. Co. or N. J. 
CHICAGO, ILLINOIS 


G. L. Hubbard 


Vice President 
Paciric NATIONAL Fire Ins. Co. 
PARAMOUNT Fire Ins. Co. 
Manuracrurers Cas. Ins. Co. 
SKOKIE, ILLINOIS 





Frank L. Ludington 


Arias Group 


CHICAGO, ILLINOIS 


Karl Weipert 


Manager Mid-West Department 
THe Lonpon Group 
THe LoNpoN AssURANCE 
THE MANHATTAN Fire & Marine 
Ins. Co. 


GUARANTEE INSURANCE Co. 
CHICAGO, ILLINOIS 


Ross E. Coffin 


General Manager 


PROVIDENCE WASHINGTON GrRouUP 
CHICAGO, ILLINOIS 





W. A. Eakin 
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CHICAGO, ILLINOIS 


Charles E. Dox 
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Midwest Reports Progress on Farm 
Problem Handling and Other Matters 


NEW YORK—Functions of NAIA’s 
midwest territorial conference are ex- 
panding, developments during that con- 
ference session here indicated. Though 
the conference committee, headed by 
E. L. Lederer, Chicago, has done an 
immense amount of work this year as 
in the past, several situations have de- 
veloped which require more help. 

One is the problem of farm risks, and 
this has been solved through the for- 
mation of a new farm subcommittee 
which, under the chairmanship of A. 
H. Case of Marion, Kan., already has 
met with Farm Underwriters Assn.. 
with some progress. Another need is 
for a casualty committee. The NAIA 
casualty committee wants agenda items 
from the territorial conferences for that 
committee’s meetings with National 
Bureau of Casualty Underwriters. H. J. 
Gescheidler of Hammond, Ind., chair- 
man of the midwest conference, indi- 
cated a casualty committee will be 
formed. Still another need is for ma- 
chinery to handle package policy mat- 
ters. Mr. Lederer said company and 


bureau officials were helpful in an 
advisory way with questions concern- 
ing homeowners, the comprehensive 
dwelling policy and mercantile block, 
but, officially, these are in the hands 
of Multiple Peril Insurance Rating Or- 
ganization, Interbureau Insurance Ad- 
visory Group, Inter-Regional Insur- 
ance Conference and dealings with 
these are in the province of the prop- 
erty committee of NAIA. 

Mr. Gescheidler said there ought to 
be a meeting of representatives of each 
territorial conference with the NAIA 
property committee or representatives 
from each conference ought to be on 
that committee. 

Mr. Lederer’s report of the June 
meeting between his committee and 
bureau and company officials indicated 
some progress and a lot of persistence. 
There were 30 items on the agenda— 
a fair share of which are perennials— 
and seven got favorable action. 

Among proposals which got an okay 
and are finished business in at least 
some of the conference states are the 





new breach of warranty clause, the 
houshold goods removal clause and bu- 
reau rating of unprotected suburban 
risks. The multiple company policy, on 
the agenda for at least the third straight 
year, is still vetoed—after various stud- 
ies by Western Underwriters Assn.— 
but there is good news in a simplified 
agency reinsurance plan which is in 
the offing. 

The need for a debris removal fea- 
ture in reporting form a to provide 
cover of removal over and above the 





HIGHWAY CASUALTY CO. 


A Stock Company 
Licensed in 


Alabama, Alaska, Arkansas, Colorado, Florida, Georgia 


Illinois, Indiana, Kansas 


Kentucky, Michigan, Minnesota 
Missouri, Nebraska, Nevada, Oklahoma 


Tennessee 
Texas 
Utah 
Washington 
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Burglary 


Elevator 


Products 





FULL COVERAGE AUTOMOBILE—TRUCK LINES 


Boiler and Machinery 
Dram Shop Liability (Illinois Only) 


Comprehensive General Liability 
Manufacturers and Contractors 
Owners, Landlords and Tenants 


Malpractice—All Forms Including Beauty Shop 


PLATE GLASS 50/50 AND FULL COVERAGE 
WORKMENS COMPENSATION AND OCCUPATIONAL DISEASES 


1 and 3 year policies 


BODILY 
INJURY 
and 
PROPERTY 
DAMAGE 
LIABILITY 











AVAILABLE 


General Agency Representation in All States 


HOME OFFICE: 330 South Wells Street, Chicago 6, Ill. 








Richard C. All- 
good of Nebraska, 
Carroll Swickey of 
Oklahoma, and E. 
Kearney Dietz of 
the Arkansas asso- 
ciation, at the ex- 
ecutive secretaries’ 
meeting, during 
the NAIA conven- 
tion in New York. 


reported values, also pushed by the 
conference on several occasions, may 
be a reality soon. 

The company and bureau represen- 
tatives minimized agent estimates of a 
market for a new form of coverage 
agents would like to see written. This 
is called “cost of loss computation” in- 
surance and pays the fees of account- 
ants and other specialists required to 
determine the amount of a loss. The 
item stays on the agenda. 

Agent requests that complicated and 
time consuming breakdown of install- 
ment premium information with every 
cancellation, rewrite, addition or other 
change be cut down cannot be met, Mr. 
Lederer reported. Companies say they 
need this detail to satisfy requirements 
of insurance departments. 

There was no action on a proposal to 
permit excluding new automobile sales 
under a business interruption con- 
tract written for an automobile agency. 
This will be followed up, Mr. Lederer 
said, because other insurers. are 
getting the business. 

The conference committee got en- 
couragement on a request that church 
forms be changed to include coveraged 
of detached signs. The present form 
covers only those attached to the build- 
ing and a_ substantial majority of 
churches have some sort of board in 
the lawn. 

Mr. Lederer, in reporting a proposal 
that the distinction between approved 
and wood shingle roofs be abolished for 
dwelling rating purposes, stated the 
conference committee, Western Actu- 
arial Bureau and the property commit- 
tee of NAIA are “thinking” of lower 
rates on dwellings. There is even some 
thought, he said, of using coinsurance 
for such lines. The roof question and 
a proposal that the special and broad 
forms be permitted on multiple dwell- 
ings in all conference states may get 
favorable action if there are some 
changes in the dwelling rates. 

Company and bureau officials were 
doubtful about success of a suggestion 
that $100 fire department service 
charges cover be included automatic- 
ally in various forms. 
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W. R. McCord, secretary of Ken- 
tucky association, Frank P. Moses, 
secretary of the Pennsylvania asso- 
ciation, and George Lamb of Zurich, 
at the NAIA registration desk during 
the New York convention. 








an ae aes Os eee 


a eft Mm et et lc StlUrrrlhlUC |! CUS A a Rr a n> > we 


ee ae a eS ee SS ee 








1956 





September 20, 1956 


MeNATIONAL UNDERWRITER 


N.A.LA. ANNUAL CONVENTION 45 





It Good Program 
Doesn’t Collect, 
Let Customer Go 


W. R. Van Dusen of Sherman Oaks, 
Cal., at the NAIA agency management 
workshop session, suggested a method 
of credit extension that should elim- 
inate collection problems: A _ cordial 
collection campaign. 

Only 5% of customers can’t pay their 
premiums promptly, he said; 1% of 
these are dead beats, and 4% are ei- 
ther poor money managers or hard- 
ship cases. Companies have encour- 
aged poor collection habits of agents 
by long extension of credit, he ob- 
served. Agents probably extend more 
credit than any other business in the 
world. 

Credit is a phase of marketing that 
can be used to sustain and promote 
distribution and consumption of in- 
surance. Without it, circumstances 
may preclude the manufacturer, con- 
tractor, merchant, farmer or the em- 
ployed or pensioned from buying the 
desired, even vitally needed protec- 
tion. However, it must be extended— 
and then controlled—with care. 

An important consideration in the 
extension of credit is character. Good 
character risks, even if bankrupts, 
usually pay. Last month Mr. Van Du- 
sen had a man who had gone through 
bankruptcy make a substantial pay- 
ment on an account more than five 
years old. A few minutes spent with 
insured will usually reveal what his 
character is. On a large account it is 
advisable to have a credit report run 
to determine ability to pay. 

Also, the agent’s debtor must be 
able to finance his expected business 
volume; a contractor, for example. 

7 . . 

Then there is capacity. This is espe- 
cially important in the case of em- 
ployed clients. An employed purchaser 
in many instances is buying nearly ev- 
erything on time. He must have a good 
job and the capacity to pay his bills. 

When the agent extends credit he 
must realize that he is in competition 
with other creditors when it comes to 
collecting. Consequently, a collection 
program must be a good sales program. 
Collections depend on the personal 
economic conditions of the country. 
Business casualties are increasing, 
particularly small businesses, because 
of tough competition, rising labor and 
material costs. It takes capable, com- 
petent business management to sur- 
vive in this day and age. Also alarm- 
ing is danger that the trend of inven- 
tory accumulation and plant expan- 
sion may reverse on short notice. If 
it does, there may be a temporary 
business slow-down, which could 
catch by surprise some insured and 
companies. Collection problems will 
increase sharply. It is time now to 
get started on a collection program, 
he declared. 

Probably the best method for bring- 
ing slow pay accounts into line is the 
budget payment plan, Mr. Van Dusen 
Suggested. Insured prefer to budget 
their premiums to financing them. 
Whenever possible let someone else 
act as creditor, he suggested. He 
doesn’t like company collection pro- 
grams; he has resisted them and will 
not use them unless absolutely neces- 
sary. If any of the agent’s companies 
Should decide to become direct writers, 
and they are already collecting pre- 
miums, the conversion would be a rel- 
atively simple matter. 

Premium financing with an agent’s 
funds increase clerical cost, he added. 


Bookkeeping, statements, phone calls, 
and personal calls are necessary in 
order to keep the account current. 

If the agent asks his client to sign a 
note when he finances his program, 
Mr. Van Dusen advised that he be 
sure the note includes the right to 
cancel the policy and retain the un- 
earned premium to pay the balance 
due the agent. Agents have found 
themselves involved in malpractice 
actions when losses have occurred 
after policies have been cancelled. The 
agent has no right to cancel the policy, 
and a note for indebtedness does not 


give him the right to do so unless it 
says so. Also if the premiums are fi- 
nanced through a bank or other lend- 
ing institution, the agent should make 
certain the loan is made on a non-re- 
course basis. The agent shouldn’t get 
caught guaranteeing his client’s note. 

Mr. Van Dusen presented the com- 
posite collection recommendations of 
96 agencies. 

. . . 

1. When the sale is made, get the 
premium; if not the full premium, then 
get a payment commitment—on new 
or renewed business. Follow through 


with a positive, cordial program. 

2. Invoice and mail the policy. If 
insured already has paid the premium, 
receipt the invoice. If he hasn’t, let it 
be known that the premium is due the 
date the policy is effective. Try to 
put over the point that the policy is 
C.O.D. If the check doesn’t come in, 
send out a month-end statement. In 
Mr. Van Dusen’s office, if the policy is 
written on or before the 24th, the cli- 
ent gets a bill on the first of the fol- 
lowing month. If the premium isn’t 


paid within 15 days, a follow-up no- 
(CONTINUED ON PAGE 52) 





“That’s just the way I put it to this fellow. I said, 
now look, friend, I’ve been around in this insurance 
game and I’ve read your ads in insurance magazines. 
You fellows are sure making a big to-do about 
that all-new Combined program. So, I said, OK — 
show me what it will do for me. 

“Well sir, this Combined man picks up my 
challenge in nothing flat and tells me about the 
primary coverages of Combined’s Disability Depart- 
ment. Say, with their new Royal Banner Hospitali- 
zation, Wholesale Group Package, Universal 
Non-Cancellable Disability Policy, and other terrific 
plans, it’s no wonder agents and agencies are going 
places with the Combined Group of companies. 





“Of course, I didn’t want to give this fellow the 
satisfaction of knowing he had proved something 
to me. So I just got a letter off quick to W. Clement 
Stone, President. Man, I want to tell you, when you 
get the complete Combined story from Mr. Stone, 
you'll find it’s a real eye-opener. You ought to write 
to him at Combined Insurance Co. of America, 
5316 N. Sheridan Road, Chicago, Illinois. 

“Or you can always stop in at any of the Com- 
bined Group companies: Hearthstone Insurance 
Co. of Mass., Boston; Combined American Insur- 
ance Co., Dallas; First National Casualty Co., 
Fond du Lac, Wis. Any way you do it, they’ll show 
you—like they showed me.” 
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NAIA Committees Report on Year's Work 


(CONTINUED FROM PAGE 41) 





when similar coverage is provided un- 
der multiple peril and other policies. 
NAIA opposes any plan that would 
require countrywide use of a manda- 
tory deductible in the PPF. It also in- 
formed IMUA of the concern of agents 
over the invasion of selective and de- 
viating companies in the IM field. Such 
developments should be immediately 
recognized, agents said, and such ac- 
tion as is necessary be taken so agents 
can maintain a competitive position. 


Mr. Munz recommended that the 
budget allocation of the committee be 
increased to allow for an additional 
meeting if necessary. 





RURAL AGENTS 





The rural and small lines agents 
committee, of which Kenneth A. Young 
of Blue Earth, Minn., is chairman, 
presently is gathering information on 
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problems of agents on farm forms, 
rates, and other problems—and giving 
advice where possible to those rural 
and small lines or farm committees 
that request assistance in dealing with 
a particular situation. Though the 
problem may be small percentage-wise 
to the total business of the companies, 
it may be large locally. In the coming 
year the principal problems may be 
mercantile block, the new CDP and 
other broad coverages, he said. 





CASUALTY INSURANCE 





In his report as 
chairman of the 
casualty commit- 
tee, Howard N. 
Fullington of 
Wichita noted a 
growing demand 
for uninsured mo- 
torist coverage 
since compulsory 
was approved in 
New York. 

The committee 
has been pursuing 
with the general 
liability rating committee of National 
Bureau of Casualty Underwriters the 
broadening of property damage cover- 
age, the possibility of eliminating care, 
custedy and control under some classi- 
fications, a clearer definition of cover- 
age relating to contractual liability, 
and uniform expiration hours in fire 
and casualty policies. 

The committee, he said, urges sup- 
port by agents of National Council on 
Compensation Insurance’s filing of the 
three year fixed rating compensation 
plan. 

Because many casualty problems 
are local, not national, the committee 
recommends that they be referred to 
local advisory committees and state 
associations for handling directly with 
National Bureau or through company 
channels. 

The committee also asked that the 
questionnaire used for three years be 
eliminated. Instead, the agenda for the 
meeting with National Bureau would 
be prepared from subjects submitted 
to the casualty committee during the 
year. The territorial conferences are 
excellent places to develop subjects 
for the agenda, he said. The agenda 
is to be in the form of recommenda- 
tions with the committee’s reason for 








H. N. Fullington 


them. 

Mr. Fullington also asked for enough 
budget to hold an additional meeting, 
if necessary, instead of the present 
single session. 


METROPOLITAN AGENTS 


Edgar O. Stof- 








fels, of Chicago, 
urged that the 
metropolitan and 


large lines agents 
committee be con- 
tinued. As a 
standby commit- 
tee, it is constant- 
ly available’ on 
short notice to 
cope with the spe- 
cial problems of 
approximately 1,- 
200 agents of this 
type who are NAIA members. 

The committee is designed to meet 
such vexing subjects as market and 
underwriting capacity, unfair compe- 
tition, direct writer competition, com- 
pany owned agency competition, falla- 
‘ivy advertising, and agency expense 
control, he pointed out. 





Edgar O. Stoffels 





ACCIDENT PREVENTION 





The accident prevention committee, 
headed by Sidney E. Nelson of Racine, 
Wis., recommended that the agents 
work for: (1) uniform traffic laws in 
all states, and more severe punish- 
ment, including impoundment of cars, 
of speeders, drunk drivers, and those 
who drive after their driver’s license 
has been forfeited; (2) the continua- 
tion of efforts toward greater law en- 
forcement on the highways; (3) urg- 
ing of automobile manufacturers to 
de-emphasize power and speed and to 
put greater stress on safety in the per- 
formance of their product. 

Also, (4) urging that enforcement 
officers attend courses in traffic at 
universities offering such programs 
and provision of financial assistance; 
(5) more traffic violator schools; (6) 
more participation in the December em- 
phasis program which replaces the 
S-D Day efforts. 

Also, (7) aid in organizing new com- 
munity traffic safety councils; (8) en- 
listment of the aid of all stock insurers 
in providing safety material and help 
in agents’ safety programs; (9) cita- 
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tions of local boards and individuals 
for meritorious safety efforts; (10) 
development of a new “pledge of safe- 
ty,” preferrably one which can be 
placed on the dashboard of a car, and 
(11) use in outgoing mail of. safety 
inserts or slogans. 





AGENCY MANAGEMENT 


The agency -r 
management com- 
mittee, of which 
Harris Holland of 
Columbus, Miss., 
is chairman, sub- 
committeed its 
work and covered 
a lot of ground. 
One subgroup, un- 
der direction of 
Floyd L. Rice of 
Warren, Pa., de- 
veloped a plan by 
which any agent 
may make his own agency cost survey. 
This was published in the August issue 
of American Agency Bulletin. 

Archie E. Barnich of Cheboygan, 
Mich., headed the subcommittee to 
study agency locations, urban vs sub- 
urban. 

The subcommittee to study effective 
office procedures, including collection 
systems of successful agencies, headed 
by Guy W. Engle of Casper, Wyo., as- 
sisted by Jack Daniets of Hobbs, N.M., 
worked with National Records Man- 
agement Council on its project. The 
council is presenting its conclusions 
on the most efficient, economical and 
simplest office procedures and systems 
for the operation of agencies of all 
size. As Mr. Holland pointed out in his 
report, for some time agents every- 
where have been clamoring for an in- 
dependent, impartial appraisal of what 
an agent has to do, why he has to do 
it, and how to do it. 








Harris Holland 





U. S. CHAMBER 


Victor O. Schin- 
nerer of Washing- 
ton, D.C., reported 
as national coun- 
cillor to the U.S. 
Chamber of Com- 
merce that some 
500 insurance 
companies belong 
to the C. of C. He 
emphasized its in- 
fluence in keeping 
the government 
out of business, 
including the in- 
surance business, and in resisting ef- 
forts toward federal regulation of in- 
surance. It has resisted federal efforts 
to influence state workmen’s compen- 
sation legislation. It has opposed fed- 
eral entry into the field of industrial 
safety. Its analysis of state WC laws 
serves a very useful educational pur- 
pose wherever such legislation is under 
study. 








V. O. Schinnerer 








BONDING 








The fidelity and surety committee, 
under J. Kenneth Cormack of Provi- 
dence, commended Surety Assn. of 
America for opposing the adoption of 
the analytical system in the formula- 
tion of surety bond rates. Such rate 
making poses a real threat to present 
Surety bond rate levels, which, in the 
opinion of most experts, have practic- 
ally reached the irreducible minimum. 
_Mr. Cormack expressed some impa- 
tience at the delay in developing an 
abbreviated bond manual. However, 


he said, Surety Assn. has not shelved 





FIRE SAFETY 


The fire safety and civil defense 
committee, of which Simpson Stoner 
of Greencastle, Ind., is chairman, 
would like a better method of ex- 
changing ideas than by mail. 

The committee participated in a 
number of projects, he reported. One 
was the very large distribution of the 
new fire safety manual, “Stop Fires 
—Save Lives,” made possible by Na- 





tional Board. It is the work of John 
J. O'Toole of St. Louis, former chair- 
man of the committee. The committee 
sponsored spring clean-up week, and 
visit-building-officials day, which had 
excellent response. The group pushed 
the NAIA fire safety award, has pro- 
moted Paul Kearney’s book, “I Smell 
Smoke,” and is sponsoring Fire Pre- 
vention Week. 


EDUCATION 


During the past year, 24 states ac- 
tively participated in the educational 
program of NAIA, Ernest F. Young of 








Charlotte, N.C., chairman of the edu- 
cational committee, reported. There 
were 53 discussion groups sponsored 
by state or local associations. The total 
of introductory graduates is 3,702. 
There have been 1,162 graduates of 
the agency management course. A to- 
tal of 5,129 have been awarded diplo- 
mas in the courses since the estab- 
lishment of the educational program. 

At the request of the NAIA execu- 
tive committee, the educational com- 
mittee will shortly circularize state as- 
sociations to invite suggestions and 
criticisms. 
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Give Critical Eye to Cal. WC Pay Plan 


(CONTINUED FROM PAGE 37) 





been pressured into this plan by the 
story that this is standard workmen’s 
compensation procedure in California, 
but Mr. Battles said this is positively 
not true—commissions have been pri- 
vately negotiated on large lines there, 
as in other states, but only on jumbo 
lines in the $300-400,000 bracket. He 
said that it is true that bureau com- 
panies have been pretty well frozen 
out of compensation business in Cali- 
fornia for about 25 years and most 
companies which have adopted this 
plan have explained that they have 
not been getting their fair share of this 
business and want to do something 
about it. This, he reminded the audi- 
ence, is what many companies are 
now saying about “another line” of 
insurance. 


Answering a question, Mr. Battles 
said that he is certain that California 
is being used as a testing ground for 
this experiment and that it will spread 
to other states if California agents 
and insued accept it. The liberal rate 
and filing laws of the state have made 
California a natural proving ground 
and at least one company has assured 
him that it intends to make the pro- 
gram country-wide if it seems feasible. 
He said he cannot object to any com- 
pany taking competitive steps if it 
deems them necessary, even offering 
insurance at a reduced commission, 
but he regards this as putting agents 
in an unfair position—forcing them to 
accept, voluntarily on the surface, very 
low commission rates, and he is wor- 
ried about the idea speading to other 
forms. 

Earlier in the session, M V. V. White, 
Allentwon, Pa., reported that 13 states 
and the District of Columbia have 
clearly outlawed the free accident in- 
surance scheme of two automobile 
manufacturers. The plan seems dead, 
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since both insurers have assued NAIA 
that they will get off it at expiration, 
but it is still alive in some states. Mr. 
White said that H. H. Poulson, Boise, 
state national director for Idaho, 
bought a Nash as late as Aug. 20 and 
was given a policy. He urged agents 
to sponsor legislation against free in- 
surance in their states, saying that 
many commissioners do not have any 
specific authority to outlaw _ such 
schemes and the next attempt may be 
much more serious. Rhode Island re- 
cently passed such legislation and Mr, 
White called this a good model. 


: 


Asked by D. R. McKown, Oklahoma | 


City, about the application of the fa- 
mous Chyrsler-Palmetto case to this 
situation, G. S. Hanson, NAIA general 
counsel, said that the case is helpful, 


but not squarely in point. This case — 
involved an arrangement made by © 


Chrysler Corp. to provide insurance on } 


: 


new automobiles through Palmetto In- ; 
surance Co. and was handled for NAIA © 


by the late W. H. Bennett, general 
counsel for many years. However, Mr. 
Hanson said, the basic argument in 
the Chrysler-Palmetto case turned on 
resident agency laws, which were not 
involved in the current case. Legisla- 
tion against free or tie-in insurance 
is the only sure preventive, he said. 


C. S. McNew Jr., Pine Bluff, Ark., 
chairman finance committee, reported 
income of $368,000 during the past 
year and expenses of $346,000. The 
major items of income were $251,000 
dues and $108,000 advertising in the 
American Agency Bulletin. It was an 
excellent year on both dues collections 
and net income. However, expenses 
will rise during next year, Mr. McNew 
warned, and membership is leveling 
off, so higher dues are inevitable. Ex- 
penses have gone up from $313,000 in 
1954-55 to a budgeted $372,000 for the 
coming fiscal year. A large part of 
this is due to the NAIA staff pension 
fund, established last January. 

The educational budget has also 
been increased, but Mr. McNew said 
that this division is almost self-sup- 
porting. Total assets are $497,000, in- 
cluding the contingency fund, and the 
net worth of NAIA deducting liabili- 
ties, is approximately $425,000. 

A. M. Slawsby, Nashua, N. H., re- 
ported on the June meeting of Nation- 
al Assn. of Insurance Commissioners, 
emphasizing the importance of the 
American Hospital and Life case to 
the future of state suprvision. P. H. 
Jones, Tuscon, brought up the matter 
of the authority of the NAIA repre- 
sentative on U. S. Chamber of Com- 
merce insurance committe. He said 
that at present there is no voting au- 
thority and moved that a committee 
of three past presidents be appointed 
to work out a formula for instructing 
him on important matters. The mo- 
tion was carried and the committee 
was scheduled to report Tuesday. On 
motion of F. J. England, Cambridge, 
Mass., the present standing commit- 
tees were continued without change 
in their responsibilities. 





Fla. Wins Fire Award 


Florida Assn. of Insurance Agents 
won the fire safety contest award pre- 
sented by National Board, and was 


presented the trophy at the NAIA con- j 


vention in New York by Theodore 
Budlong of National Board. 

The association also won the award 
last year. 
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is know the advantages in 
offering policies of a well known 
insurance company. For more than 
246 years the SUN, oldest insurance 
company in the world, has been 
favorably known to millions. And 
behind this name is an unequalled 
record of distinguished service and 
proper protection to fit the ever 


changing needs of the times. 
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Far West Objects 
to WC Graded Pay 
Plan for Agents 


At the Far West Territorial Confe- 
ence during the NAIA convention in 
New York, the proposed plan of grad- 
uated commissions of 2%, 5, 7% and 
10% on workmen’s compensation, with 
commissions added to the premium, 
drew the fire of agents. The California 
association is protesting the proposal, 
B. Franklin Knapp of Fresno, the pres- 
ident, said, and he urged other agents 
to do so. Harold McGee of Los An- 
geles described the proposed plan. 
Mr. Knapp reported that five differ- 
ent plans of installment payment of 
term premiums are being considered 
in Pacific Board territory. 

H. H. Lipps of Lewiston, Ida., said 
he had run into abuses of the fire 
rate on grain in his state. He cited one 
very large premium he had lost when 
the casualty department of a fire com- 
pany cut the rates on a grain risk. 

The procedure for handling the con- 
ference program outlined by Paul H. 
Jones of Tucson was adopted. 

The Oregon association won the 
William H. Menn award for the best 
job of public relations during the year, 
principally based on its safety pro- 
gram. 


Memory Quiz at Past 
Presidents Dinner, 


Neumann Plays Host 


The annual past presidents dinner of 
National Assn. of Insurance Agents 
Sunday evening drew former chiefs, 
headed by E. M. Allen, now of Char- 
lottesville, Va., who was an agent in 
Helena, Ark., when he served as presi- 
dent in 1917-18 and who later became 
vice-president of National Surety. Mr. 
Allen is the oldest living past president 
as far as the date of his office is con- 
cerned. 

Other past presidents attending were 
W. E. Harrington, Atlanta, C. L. Gandy, 
Birmingham, A. I. Wolff, Chicago, W. 
H. Menn, Los Angeles, P. H. Midyette, 
Tallahassee, Fla., D. A. North, New 
Haven, G. T. Warfield, Baltimore, O.S. 
Johnson, Clarksdale, Miss., M. J. Mil- 
ler, Ft. Worth, W. M. Sheldon, Chicago, 
E. J. Seymour, Monroe, La., and J. A. 
Neumann, Jamaica, N. Y. 

Mr. Neumann was in charge of fes- 
tivities and staged a memory contest. 
Pictures of 20 past presidents were 
flashed on a screen and the guests were 
challenged to name each person, the 
date of his service and the city in 
which he was elected. Mr. Menn was 
the winner. 











At Agricultural headquarters during 
the NAIA convention in New York: R. 
F. Wiley, agency superintendent of the 
company, and A. G. Randol of San An- 





tonio. 
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Research Firm Recommends Ways of 
Reducing Paper Work for Agencies 


NEW YORK—National Records 
Management Council has conducted a 
study of agent paper work and pro- 
cedure and at the agency management 
workshop of NAIA here made a num- 
ber of recommendations designed to 
reduce such work and free the agent 
for more selling. 

The findings of the council were pre- 
sented by Alan Negus, vice-president, 
and Lester Gerber, project director. 

Recommendations concerning bill- 
ing, filing and work flow are in a 
booklet which forms a part of the kit 
NAIA is making available to mem- 
bers. This kit also includes samples 
of recommended customer account file 
portfolio, a five-part invoice and a 
four-part credit memorandum set. 
More than 1,000 of the kits were dis- 
tributed to agents attending the ses- 
sion and will be available in the future 
through NAIA at a nominal cost. 

One conclusion reached by the coun- 
cil was that no final procedure can be 
recommended for all agents. Each 
agent operates his office to meet his 
personal likes. Consequently the coun- 
cil suggested a system to meet the re- 
quirements of most agents which can 
be adapted in whole or in part to most 
agency operations. 

Mr. Gerber and Mr. Negus empha- 
sized that paper work can be an aid or 
a hindrance to efficient operations. In 
order to make modern paper work 
technology and know-how function 
for the agent, he must not gear his 


operations to the exception, the rare 
occurrence, but to the common occur- 
rence. 

The council found that the big work 
producers and the procedures which 
best lend themselves to a streamlined 
operation are policy writing, billing, 
line records and renewals. They con- 
cluded that the information required 
for each operation can be achieved 
by minimum of typing, recording and 
filing. 

By streamlining these operations, 
only two typing or recording opera- 
tions need to be performed—the typ- 
ing of the policy and the typing of the 
invoice. All other typing operations 
should be the exception, such as let- 
ters, claim statements and endorse- 
ments that are not pre-printed. 

Once the policy has been signed, 
sealed and delivered, two functions 
must be kept in mind above all other 
consideration: (1) that the agent’s 
primary purpose is to sell and (2) that 
once the sale is consummated, to ren- 
der service to his customers. These 
two facts governed the council’s study. 

The major paper work functions be- 
gin at the time the sale is completed. 
They are billing and renewal policy 
writing. The billing function is impor- 
tant because the client has to pay for 
his insurance, and because the agent 
cannot pay himself or operate his busi- 
ness without it, they stated. Renewal 
policy writing, next to billing, is per- 
haps the most important operation for 
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the agent. They noted that 90% to 95% 
of the business already on the books 
is renewed each year. Not only is it 
important to the agent, however, but 
it is of primary import to insured. 
Mr. Gerber stated that the most ob- 
vious difficulties in most agencies 
seemed to center about the billing, fil- 
ing, policy writing, renewal, and col- 
lection procedures. The study, there- 
fore, was concentrated on these par- 
ticular phases. He introduced the cus- 
tomer account file portfolio, designed 
by NAIA, to assist the agent with his 
filing, credit and record problems. 


Some of its advantages are: Com- 
panies customer’s dailies in one place 
to form the complete account, thereby 
eliminating random location; elimi- 
nates separate customer’s correspond- 
ence file, facilitating ready reference 
to pertinent matters; eliminates a sep- 
arate and independent loss file, thus 
affording the complete history of the 
customer by being centrally filed with 
all pertinent customer matter and pro- 
viding a complete picture at all times 
of the account’s insurability; elim- 
inates an independent customer’s paid 
accounts’ file by combining all ledger 
sheets for the customer in one place, 
thus affording an opportunity to apply 
credit ratings to each insured; elimi- 
nates separate, time-consuming line 
records—the ledger sheet serves a dual 
purpose in that it also acts as a com- 
plete line record of the entire account, 
thereby eliminating independent and 
laborious postings either on a separate 
line cards or the exterior face of the 
folder and eliminates use of file clips 
and fasteners. 

Also, the portfolio possesses unlim- 
ited sales value in assisting the soli- 
citation of account development, thus 
adhering to the principle that the 
agent’s best prospects are his present 
customers; facilitates the renewal pro- 
cess and affords the agent the timely 
opportunity to review the entire ac- 
count at the time; provides the office 
with one file portfolio for absolutely 
everything pertaining to each custom- 
er, which elimina: + the necessity of 
referring to a mul’ ude of files at the 
time of loss, customer inquiry, com- 
pany inquiry, etc.; eliminates wasted 
time and motion, and standardizes the 
filing equipment of the agency, there- 
by decreasing the overhead cost of pro- 
curing a maize of odd size files. 


Mr. Gerber drew attention to the 
five part multiple invoice set recom- 
mended by the council, as being the 
most effective, efficient, economical 
and expeditious tool the agent could 
possibly utilize in creating the various 
records necessary and inherent in the 
type of operation of the agency. He 
pointed out these advantages: The 
statement, which is mailed to the cus- 
tomer together with the appropriate 
policy; the ledger sheet, which is filed 
alphabetically in either a _ loose-leaf 
binder or file drawer and serves as a 
record of payments made or to be made 
by insured; the expiration record, 
which is filed by date of expiration 
in a drawer or tray; the policy register, 
which is filed by company, term, and 
month or expiration; and the company 
accounts current copy, which is mailed 
to the appropriate company at the end 
of the month. 

Mr. Gerber told what the council 
considered the best method of hand- 
ling cancellations, credits and return 
premiums. These should be handled by 
the four part credit memorandum. 
Its functions are: The _ statement, 
which is mailed to the customer to- 
gether with the check for the return 
premium, or as an acknowledgement 


Herndon Gives NAIA 
Report on News 


From Washington 

NEW YORK—The concensus of opin- 
ion in Washington is that affairs are 
building to a climax for the first big 
test of the adequacy of state regula- 
tion, Maurice G. Herndon, NAIA Wash- 
ington representative, told the National 
Board ef State Directors at the NAIA 
convention here. 

Possibly the FTC investigations in 
A&S plus Congressional inquiries into 
alleged tie-in sales of credit insurance 
and welfare funds, will precipitate a 
showdown, he suggested. The success 
pf NAIA’s fight to stop the administra- 








tion’s effort to establish a self insurance : 


fund in Federal Housing Administra- 
tion on repossessed properties had its 
mpact on Congress. However, he add- 
ed, this is not expected to end propos- 
als to streamline government policy on 
insurance though group plans, self in- 
surance funds and special federal in- 
surance funds. 

Most of these except flood and crop 
insurance eliminate the local agent, he 
said. 

The defeat of the FHA proposal in- 
dicates what NAIA can accomplish, he 
added, and NAIA has endorsed the 
“register, inform yourself and vote” 
program of Heritage Foundation as an 
excellent opportunity for local agents 
and associations to become more active 
in local non-partisan political affairs. 

No rate of compensation for agents 
has been discussed by NAIA repre- 
sentatives or housing and home finance 
agency, though it was suggested by 
HHFA that the war damage compensa- 
tion for agents “might be the basis for 
future discussions.” That rate was 5%, 
with a minimum fee of $1 per policy 
and a maximum of $1,000. 

The atomic energy industry is pro- 
ceeding confidently to expand in the 
belief that Congress early next year 
will pass a government insurance pro- 
gram, he reported. Government offi- 
cials state frankly it is doubtful that 
many local agents will be able to par- 
ticipate in this program. 


Norfolk Wins Top 
Education Prize 


Norfolk Assn. of Insurance Agents 
won the top award of $500 in the edu- 
cational award program sponsored by 
NAIA. Raleigh (N.C.) Assn. of Insur- 
ance Women won second prize of $300, 
and the Peninsula association at New- 
port News, Va., won third prize of 
$200. 

The more than 300 men and women 
who participated in the contest, Ernest 
F. Young of Charlotte, N.C., chairman 
of the NAIA educational committee 
said, represented 21 local boards and 
associations of insurance women, and 
they completed approximately 1,000 
individual courses of the NAIA stand- 
ard course series. 











that his account has been properly 
credited; the ledger sheet, which is 
filed alphabetically in either a loose- 
leaf binder or file drawer where it 
stays until the credit is properly ap- 
plied; the policy register, which is filed 
by company, term and month of expir- 
ation, and the company account cur- 
rent copy, which is mailed to the ap- 
propriate company at the end of the 
month. Since this record is prepared 
simultaneously with the rest of the 
five part set, it eliminates transcrip- 
tion errors and the necessity of pre- 
paring a separate, independent com- 
pany statement, a huge task in some 
offices, he noted. 
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WHAT TO DO ABOUT IT 
Agents’ net per 
Customer $1.50 and 
Is Still Declining 


The agent is in business to help 
provide extremely vital service to the 
public—but also to make a profit, 
Floyd L. Rice of Warren, Pa., member 
of the agency management commit- 
tee, told the NAIA agency manage- 
ment workshop in New York. Yet 
agents make only two cents profit on 
every sales dollar they take in, com- 
pared to three to five cents for most 
other businesses. For every $100,000 
in net premiums the agent sells, they 
make exactly $2,000 profit. It takes 
approximately 1,300 customers to pro- 
vide $100,000, or $1.50 profit on each 
customer. If agents made four cents 
on every dollar, they would earn $3 
profit on each customer, or, six cents, 
$4.50. 

Agents provide proper protection for 
property owned and liability imposed 
by law. They have the responsibility 
of making absolutely certain the in- 
surance is written in a reliable and 
financially strong company which will 
come through at the time of loss. 
Agents assist clients in every way hu- 
manly possible to ease financial stress 
at the time of catastrophe. In many 
instances they are the difference be- 
tween survival and disaster for cli- 
ents, a serious and exacting burden 
to carry—for $1.50 a customer. 

The NAIA agency cost survey con- 
ducted under the chairmanship of Ar- 
thur Schwab of Staten Island showed 
agents were losing five to 15 cents per 
customer. These agents for years 
thought they were making a profit. 
The catch was that they were making 
a profit if they did not allow them- 
selves a proper salary. Yet if the agent 
were unable to continue his services, 
due to temporary illness, he would 
have to pay a capable person at least 
$100 a week to manage the average 
agency. Without this provision for pro- 
prietor’s salary, it is foolish to think 
excess income over expenses is all 
profit. 

In 1949, the average agency earned 
a net profit of $3 for every $100 in 





net premium sales. In 1953, this net 
profit had shrunk by as much as one- 
third, from $3 to $2. At the same 
time, there has been a substantial in- 
crease in net premiums sold on an an- 
nual basis. Which is preferable, he 
asked. More premium dollars, or more 
dollars of profit? True, times are good, 
but the cost of living and the agent’s 
cost of operation are at an all time 
high and have risen to a far greater 
extent than his income. 

The man who sold the agent his last 
suit of clothes made $1.28 more than 
the agent per $100 in sales, the mer- 
chant of the living room couch $1.15 
more, the women’s store who sold his 
wife her last girdle 56 cents more, and 
the shoe store, on a pair of shoes, 41 
cents more, etc. The average net profit 
for 71 lines of retailing business was 
$4.13 per $100 of net sales 1948-51 
and $2.90 for 1952-54, a 4-year aver- 
age decrease in net profit of 29.8%. 
But the average agency net profit 
showed a four year decrease in net 
profit of 33.3%, from $3 to $2, Mr. Rice 
pointed out. 

Thus, in 1949 the agent was making 
$1.13 less than the average retailer, 
and in 1953, he was making exactly 
90 cents less. But he is not only mak- 
ing less—his profit is also declining at 
a more rapid pace than any other form 
of retail business. 

He called attention to the article in 
the August issue of American Agency 
Bulletin on how the agent can make 
his own agency cost survey. This 
shows the agent how to determine in 
his own office what is essential for 
him to do inside, what detail work he 
can delegate, what accounts are un- 
profitable, etc., and urges him to get 
his operation under control—and for 
the rest, get out and see _ people. 
Mr. Rice also noted that most agents 
have failed to acquire the habit of ac- 
count selling, which may be the solu- 
tion to the serious and inevitable prob- 
lem of the growing agency, which is 
decreasing profit and increasing ex- 
pense. The first step in account sales 
and development is to ascertain the 
break-even point of the average ac- 
count. Anything below or above. that 
figure would represent either loss of 
profit. The first category would of 
course require immediate attention. 
Every possible effort should be made 
to convert each loser to a profitable 
account. 








Van Orman Urges Controls Not Be Abandoned 


(CONTINUED FROM PAGE 42) 





Underwriters Assn. and Pacific Union, 
later Pacific Board, which continued 
to make rates until 1947 when its rate 
making function was transferred to 
Pacific Fire Rating Bureau. 

There then followed a period of anti- 
compact legislation based on the popu- 
lar belief that these regional organiza- 
tions created monopolies. From 1885 to 
1911, 22 states passed such laws aimed 
at the practice of making rates in uni- 
son. During that period a great strug- 
gle took place between insurers and 
the states. By 1911 the commissioners 
were beginning to doubt the efficacy 
of such legislation and certain of them 
voiced a feeling that “cooperation of 
fire insurance companies to make and 
maintain rates was absolutely neces- 
sary if the solvency of companies was 
to be secured, discrimination in rates 
to be avoided and uniformity in rates 
to be effective.” The 1911 legislative 
committee of New York, called the 
Merritt committee, made similar rec- 
ommendations. 

Since 1944 and the SEUA decision 


rating bureaus have been established 
in all states except Texas where rates 
are set by the board of commissioners. 

Experience in the casualty field is 
similar. From 1900 to 1915 alone, 56 
casualty and surety companies failed 
due to vicious rate cutting. 

Mr. Van Orman noted that ali 
through the history of rate making, 
one fact emerges—the continual ef- 
forts by companies to return to the 
same solution; the filing of rates in 
unison since they realized that with- 
out such joint action, there was no 
stability in the business. Rate cutting 
offers at best a temporary advantage 
at the sacrifice of long term gain. 

Thus from 1866 to the present day 
there has been some organization or 
organizations exercising control over 
fire rates except for 1877 and 1880. 

From 1877 to 1880 competition was 
unbridled. Most of the companies were 
domiciled or doing business in New 
York, and the New York insurance 
superintendent for 1877 reported to 


the New York legislature at year end 
that the tables in his report “demon- 
strate that the recklessness prevailing 
in the efforts to procure business 
among the companies must certainly 
result in disaster. Cheap insurance 
will ultimately give cheap protection.” 

tn the first six months of 1877 the 
companies’ surplus shrank 1344 %. Only 
a third of them made any profit. The 
destruction of two-fifteenths of insur- 
ance surplus during a half year when 
no large city or town suffered a heavy 
loss by fire “must be mainly ascribed 
to the lowering of rates charged by 
the companies,” the report stated. 
“Since 1874 the average decline in 
rates may be safely estimated at 35 to 
40%. The rates of 1874 were adopted 
as representing the experience of the 
companies as to what was a fair charge 


_to cover the various classes of risks. 


There has been something saved by 
economy in management, but the bulk 
of the increased loss has been taken 
out of surplus. Consequently, two- 
thirds of the companies are less capa- 
ble of meeting their obligations. 


“Some of the instances related to 
the reduction in rates under the pres- 
sure of competition seem incredible. 
It is quite certain that the people who 
are paying these small rates are get- 
ting small insurance, and it may not 
need the excuse of a large fire to bring 
such reckless underwriters to bank- 
ruptcy. 

“The disorganization of National 
Board has tended to produce demoral- 
ization even among those who were 
its strongest adherents, and loudest 
in the advocacy of the reforms it 
brought about. It is to be hoped that 
a return of good judgment to under- 
writers will not be delayed until it is 
accomplished by the results of a large 
conflagration.” 

Mr. Van Orman declared that the 
business again today is at the edge of 
unbridled competition in rates and 
forms. The large agents must be relied 
on to stop this potentially disastrous 
movement. 


Tells Sales Opportunities 
in Valuable Papers, Arts 


(CONTINUED FROM PAGE 42) 
out vault or safe but with metal con- 
tainers when the store is closed is less 
for three years than the one year 80% 
coinsurance fire only rate on stock. 
Manufacturers, wholesalers and insur- 
ance agents get an additional discount. 
Accounts receivable represent many 
past efforts on the part of an entire 
organization, starting with the pur- 
chase of the merchandise, then dis- 
playing, advertising, selling, wrapping, 
and finally taking the merchandise out 
of the premises for delivery to custom- 
ers. When the transfer from floor or 
shelves of the store to paper records 
is made, protection ceases without ac- 
counts receivable insurance. 


I. the rush to convert to homeown- 
ers \nd CDP, agents may be overlook- 
inz he fine arts feature of the risk as 
man did when converting to the per- 
sona) property floater, Mr. Lelli sug- 
geste. By attaching a supplemental 
contr: ‘tt, fine arts in many instances 
can be insured at lower cost, no de- 
ductib’e, and on a valued basis, and 
when fragile articles are involved, 


against accidental breakage at very 
little additional premium. Many per- 
sonal risks justify fine arts considera- 
tion. Many churches, schools and col- 
leges have fine arts and art glass win- 
dows. Have all the trustees or others 
responsible for the proper protection 


of these properties been advised of the 
advantages of the fine arts policy at 
less, or at most, only a few cents more 
than they are now paying for fire and 
EC, subject to coinsurance? 

The policy requires intelligent pres- 
entation but little salesmanship. It 
sells itself when these features are 
emphasized: All risk, subject to a few 
exclusions, compared to specified per- 
ils of fire and EC, no coinsurance ver- 
sus 80% or 90% coinsurance, and val- 
ued as to amounts vs loss adjustment 
negotiations. 
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MR. AGENT, 


.+. service is 
your greatest asset 








For over a quarter century, 
United States Aviation Under- 
writers has established and 
rigorously maintained an en- 
viable reputation for support- 
ing its representatives with 
prestige building promptness 
in the settlement of all claims 
and losses. 


You, too, can benefit from 
USAIG service by recom- 
mending to your aviation cli- 
ents, a “U. S. Group” policy 
for any of the following cov- 
erages — 


AIRCRAFT HULL 
AIRCRAFT LIABILITY 
AIRPORT LIABILITY 
PRODUCTS LIABILITY 

HANGAR KEEPER’S LIABILITY 
AVIATION ACCIDENT 
WORKMAN’S COMPENSATION 
& EMPLOYER’S LIABILITY 


Backed as it is, by the com- 
bined assets of 60 leading in- 
surance companies, a “U. S. 
Group” policy is also the 
soundest and most depend- 
able offering available for 
every aviation need. 
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Sus aicd OF DEPENDAKE SERICE 


UNITED STATES AVIATION 
UNDERWRITERS, Incorporated 


80 JOHN STREET, NEW YORK 38, N.Y. 
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New Orleans 
luminaries at 
NAIA convention 
in New York in- 
cluded those shown 
here, James C. 
Kraus, past presi- 
dent of New Or- 
leans Exchange 
and chairman of 
Trained Insurance 
Specialists; Charles 
L. Rittenberg, ex- 
change past presi- 
dent and chairman 
of the 1958 NAIA 
convention sched- 


uled for New Orleans, and Thomas Q. Winkler, president of the exchange. 


A Ready Market 
for These Unusual 
Coverages 


DEPRECIATION INSURANCE 


High prices and increased construction costs 
have disrupted the best managed programs 
of maintaining proper depreciation reserves 
for fire and catastrophe losses. 

Our coverage fills the gap between insur 
able value and replacement cost. Written on 
buildings or equipment for any property 
regardless of size. 

For details, contact 


cco. BROWN sons 


CHICAGO 
NEW YORK 


175 West Jackson Boulevard 
32 Cliff Street 
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ARGONAUT INSURANCE GROUP™ 


ARGONAUT UNDERWRITERS, INC MGRS;; ARGONAUT INSURANCE EXCHANGE 
ARGONAUT UNDERWRITERS®INSURANCE EOOLANY - 


HOME OF FICE: SAN*PRANCiSCO 











Goss Chairman of 
Secretaries Group 


George Goss, manager of Insurors 
of Tennessee, was elected chairman of 
the state secretaries at their meeting 
during the NAIA convention in New 
York. He succeeds Richard Allgood of 
Nebraska. The group discussed, among 
other things, compulsory automobile 
and pensions for secretaries. 

W. H. Wiley of Connecticut intro- 
duced the pension topic. His associa- 
tion has set up a pension for him. 





Some Plug for Cut in Agent 


Pay but Boost Commissions 

(CONTINUED FROM PAGE 37) 
to gain from the enactment of com- 
pulsory automobile insurance in the 
various states.” Some direct writers 
and non-bureau companies have filed 
UM, and Mr. Ross believes agents 
should insist that the organizaed com- 
panies accept their responsibility and 
provide such coverages so that agents 
can meet competition. 

Mr. Ross suggested that NAIA con- 
sider more adequate financing of the 
committees. He wondered if a sep- 
arate budget may not need to be set 
up to meet their needs, financed by an 
additional assessment on the states. 
This subject should have real consider- 
ation. He asked what purposes is 
served in assigning committee activi- 
ties to capable producers when there 
is little possibility they will ever have 
occasion to put their talents to use. 

He called attention to some highly 
effective work accomplished by NAIA 
during the past year—in the areas of 
free accident insurance, misclassifica- 
tion of auto insured, group insurance 
proposals, and defeat of the FHA self- 
insurance proposal. His administra- 
tion, he commented, has continued the 
policy of meeting with National Assn. 
of Insurance Commissioners. The 
agents’ current concern is NAIC con- 
sideration of a surplus lines law. Rob- 
ert E. Battles of Los Angeles, the in- 
coming president, has been appointed 
to represent the agents on an industry 
committee which will meet with NAIC 
on this subject, he reported. 





Albert E. Cox of Danville, past presi- 
dent Virginia association, Mrs. Cox, 
and David J. Brewer of Greenwood, 
Miss., shown at the ladies’ headquart- 
ers operated by Great American group 
during the NAIA convention in New 
York. 








If Good Program Doesn’t 
Collect, Let Customer Go 


__ (CONTINUED FROM PAGE 45) 
tice is mailed. 
It is hard to get new business, he 





admitted. As a result agents hate to | 


lose commissions they might make on 
the difficult-to-collect account. But it 
is the difficult-to-collect account that 
is costing them money. This is the ac- 
count some other agent should write. 

The U. S. average credit loss is 
one-half of 1%. In Mr. Van Dusen’s 
agency it is less than one-tenth of 
1%. One agent said he has never lost a 
dime on collections and he has one of 
the largest agencies in the west. An- 
other agent said his collections aver- 
aged about 10 days. 

Another effective method of getting 
money in is the personally hand-writ- 
ten notes. Most of the agents Mr. Van 
Dusen has talked to feel the hand- 
written note attached to the monthly 
statement is the best. 

Uncollectible receivables mask the 
true condition of the agent’s business. 
When he has a lot of delinquent ac- 
counts that are uncollectible and still 
carries them on the books as accounts 
receivable, he is only kidding himself 
because neither he nor his accountant 
will know the true condition of his 
business. If the agent has uncollectible 
receivables, no matter how much it 
hurts, the agent gets them off his 
books, he declared. 
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Robert Maxwell 
Gets Woodworth, 
Colo., Okla. Win 


Robert Maxwell of Texarkana was 
awarded the Woodworth memorial 
trophy during the convention in New 
York of National Assn. of Insurance 
Agents as the member who has per- 
formed the most outstanding work for 
insurance during the past year. 

The Bowen award, which goes to the 
state association which has contribut- 
ed most to improving the public under- 
standing of the agency system and the 
insurance business generally, went to 
Colorado. 

The Sparlin cup was won by Okla- 
homa as the state association which 
has contributed most to the agency 
system during the year. 


Question: What Number 
NAIA Convention Is This? 


The method of counting conventions 
of National Assn. of Insurance Agents 
causes comments occasionally, particu- 
larly in decennial years such as this. 
This year’s meeting is billed as the 
60th annual convention. Purists have 
pointed out that the association was 
organized in 1896 and has not missed 
a meeting each fall, so this is actually 
the 61st. 

None of the present officers and staff 
members were around when the num- 
bering system was adopted. The offici- 
al explanation—at least technically 
satisfactory—is that the 1896 gather- 
ing should be regarded as an organiza- 
tion meeting, so the 1897 meeting was 
the first “annual convention”. 








Agents Disposed to Meet 


Problems of Competition 
(CONTINUED FROM PAGE 27) 

department gave the oath of office. 

Host companies at the ball and ban- 
quet were American Home, Atlas, Cen- 
tury, Commercial-Union, Corroon & 
Reynolds, Fireman’s Fund, Home, Lon- 
don Assurance, Wm. H. McGee & Co., 
Merchants Fire Group, New York Un- 
derwriters, Phoenix of New York, Sea- 
board Surety, Sterling Offices, Sun, 
Switzerland-General, U.S.F.&G., Uni- 
versal and Yorkshire. In addition, 
many companies maintained hospital- 
ity suites. 

Nevada won the membership trophy 


NAIA to Appoint 


Committee to Set Up 


Advertising Plans 


NEW YORK—lIn his report as chair- 
man of the special public relations 
committee of National Assn. of Insur- 
ance Agents, J. C. Stott, Norwich, N.Y., 
said that the questionnaire his com- 
mittee sent to presidents of agency 
stock companies brought a poor re- 
sponse, only 55 out of 136 replying. 
Those who answered were overwhelm- 
ingly favorable to national advertising 
of the services of agents, but only nine 
said definitely that they would partici- 
pate in an industrywide program. Thir- 
teen said they possibly would. 

Mr. Stott reported that a tremen- 
dous amount of money would be nec- 
essary to carry on a public relations 
and advertising campaign on its own, 
as much as $100,000 per year. He got a 
laugh out of the audience when he said 
that sponsoring a 15 minute weekly 
news television program covering 16 
states on alternate weeks would cost 
$1,100,000. 

He reported on the progress of the 
contest for a seal to distinguish the 
independent local insurance agent, in 
which there were over 1,000 entries 
and said that in the short time between 
the announcing of the winner Tuesday 
morning and the Tuesday afternoon 
meeting of the national board of state 
directors several companies had al- 
ready told him they would use this seal 
in cooperative advertising. 

The board voted to appoint an ad- 
vertising committee and authorize it to 
set up specific detailed plans for an 
advertising campaign to meet the di- 
rect writer problem. The committee 
will obtain definite information on type 
of advertising most suitable—newspa- 
per, TV, radio, consumer magazines, 
aids to members. The committee is 
authorized to report to directors the 
cost of various advertising programs. It 
would also ascertain the extent of con- 
tributions agents can expect from .com- 
panies and NAIA members. 








for the best showing in this category 
during the past year, and the Florida 
association won both the mileage and 
attendance honors. 








W. L. Leppert of 
Indianapolis, Mrs. 
Leppert, Thomas 
Dew of Chubb & 
Son, and R. E. Ret- 
terer of Indianap- 
olis, shown at the 
Chubb & Son 
headquarters room 
during the NAIA 
convention in New 
York. 











For a progressive program .. . 
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HELPED DEVELOP 


OUR AGENCY 


“The Springfield has been most helpful in the 
development of our agency over a period of many 
years. This service is greatly appreciated and has 


played an important part in whatever success we have 


achieved.” 


K. & C., Northampton, Mass. 






MPANIES 





SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY + SPRINGFIELD, MASS. 
NEW ENGLAND INSURANCE COMPANY + SPRINGFIELD, MASS. 


MICHIGAN FIRE AND MARINE INSURANCE COMPANY + DETROIT, MICHIGAN 














Old as the hills... 
but fresh as a daisy! 


....236 years of vigorous insurance ac- 
tivity has kept Royal Exchange serv- 
ice as modern as today's date! 

Rich with experience agents can 
use, and alert with cooperation agents 
need and appreciate, the Royal Ex- 
change has proved to be a profitable 
connection for progressive producers. 


y BES | w 


@ The Royal Exchange, established 
in 1720, is well known for its 
outstanding service. 





Royal Gxchange 


ROYAL EXCHANGE ASSURANCE 
Fire, Marine, Casualty 
‘ 


PROVIDENT FIRE INSURANCE COMPANY 
Fidelity & Surety 


w 


THE STATE ASSURANCE COMPANY, LTD. 
CAR AND GENERAL INSURANCE CORP., LTD. 


111 JOHN STREET 
NEW YORK 


Representatives in Principal Cities and Towns 
of the United States and in Most Countries 
Throughout the World. 
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Block Revised by IRIC To Make It Competitive 


(CONTINUED FROM PAGE 1) 





miums for (1) fire and EC, (2) bur- 
glary and theft and (3) all other perils. 
Under the new rules, step 2 is elim- 
inated, a charge for burglary and theft 
being included automatically in the “all 
other perils” loading. 

The “all other perils” rates reflect a 
substantial reduction. They are lower 
over-all than the previous combination 
of burglary-theft and the loading. 

The old rules called for recomputa- 
tion of the rate each year, even on a 
term policy. This is no longer necessary, 


though there is a rule authorizing the 
bureau to promulgate a new rate dur- 
ing the policy term if evidence is sub- 
mitted that the rate is inequitable be- 
cause of materially changed conditions. 
The old non-reporting and premium 
adjustment endorsements required an 
annual report providing such informa- 
tion as the company might request, 
with a penalty for delinquency in this 
matter. There are no similar require- 
ments or penalties in the new non- 
reporting and reporting endorsements, 








WANT ADS 








to make payment in advance. 


L 


Rates—$20 per inch per insertion—2 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Bivd. Individuals placing ads are requested 
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WANTED: ASSISTANT EDITOR 


If you are in the Fire and Casualty business and have some talent 
for writing, we need an editorial assistant at the head editorial 
office in New York. Man 30 or under. Write or phone. 


THE NATIONAL UNDERWRITER 
99 John Street 
New York 38, New York 
Telephone: BEekman 3-3958 











CLAIMS ATTORNEY 


Unusual opportunity for young attorney who 
wants to odtance in the claims field with a grow- 
ing Missouri multiple line insurance company. 
Starting salary between $5000.00 and $6000.00, de- 
pending upon training and experience—plenty of 
room for advancement. Give all your qualifica- 
tions and write Box P-29, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Il. 








MICHIGAN 

troit Office of progressive Multiple Line Com- 
a needs an omee underwriter for multiple 
lines. Inland Marine Underwriting experience 
required. Excellent opportunity for advancement 
and unusual company benefits. Prefer man near 
30 years of age. 
In reply state age, education, experience and mil- 
itary status. Write Box P-13, The National Un- 
derwriter Company, 175 W. Jackson Blvd., Chi- 
cago 4. Tilinois. 








FOR SALE 
SO. CALIF. INSURANCE AGENCY 


Located in expanding metropolitan area. $40,- 
000 annual gross premiums. Selling price $10,- 
000. cash or $12,000. on terms to person with 
good credit. Office equipment extra. Address 
Box P-32, c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. - 








AVAILABLE 
CLAIMS SUPT. 


Fire and Casualty. Heavy experience all lines. — 
Presently employed. Preference St. Louis area. 
Will consider elsewhere. Address Box P-33, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 





LOCAL AGENCY WANTED 


Preferably in city not over 50,000 popula- 
tion. Please state volume by class and 
total income. Address Box P-36, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








WANTED 
Automobile Carrier for $100,000. per 
month low loss ratio automobile business. 
Prefer representation on General Agency 
basis. Please write Box P-41, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 














CASUALTY UNDERWRITER 


Unusual opportunity for young man with 1 to 4 
yrs. Underwriting experience to assist in Under- 
writing Department of Home Office located North- 
ern Indiana. Salary commensurate with experi- 
ence. Give age, military status, marital status, 
qualifications, when available and salary expected. 
All replies confidential. Address Box P-42, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











AVIATION INSURANCE 
UNDERWRITING TRAINEE 


Young man interested in Aviation Insurance 
having some general insurance training and 
military or civil pilot experience. Submit résumé, 
snapshot. Chicago location. Write Box P-34, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








UNDERWRITER 


Casualty Insurance Company located in Chi- 
cago. Primarily Automobile, but should be fa- 
milior with all phases of Casualty Underwriting. 
Prefer man between 30 and 40 years. Salary 
commensurate with experience and ability. Ad- 
dress Box P-35, c/o The Netional Underwriter 
Co., 175 W. Jackson Blyd., Chicago 4, Illinois. 





AVAILABLE 


Young Insurance Officer, experienced in Home 
Office and Company Manag t, Aen Un- 
——- Claims Systems and all IBM Ma- 
chines. Credit Life, Ordinary Group, A&H, 
Hospitalization, Auto and Fire. Address Box 
P-43, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 











CASUALTY MANAGER 
Multiple Line Stock Company has excellent op- 
portunity for qualified casualty man. (not less 
than ten years oe Will be responsible 
for all casualty underwriting and production 
other than automobile. Please write complete 
qualifications. All inquiries confidential. Upper 
Midwest area. Address Box P-44, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 








Chicago 4, lilinois. 





though the customary monthly reports 
of values and locations are called for 
in the latter. 

In place of the special burglary man- 
ual, the new commercial property cov- 
erage manual contains a section for 
computation of the loading premium. 
This includes instructions, rules cover- 
ing discounts for protective installa- 
tions and services, a table of risk 
classifications, another indicating rate 
territories, and rate schedules for sev- 
en territories. Each schedule shows for 
nine classes rates per $100 on a gradu- 
ated scale ranging from those per $100 
for the first $5,000 to more than $500,- 
000. For convenience, total premiums 
for round figure amounts—$5,000, $10,- 
000, etc.—are indicated so that applica- 
tion of rate to amount is necessary on- 
ly for that portion of the amount which 
exceeds the nearest lower figure. For 
example, the loading on $24,000 can be 
computed by adding to the premium 
shown for $20,000, the figure derived 
by applying the rate per $100 for the 
next $20,000 above $20,000 to $4,000. 

If a location is sprinklered, there is 
an additional loading at rates ranging 
by class from one-half cent to 1% 
cents per $100. 

Wholesale or distributing risks with 
merchandise sales to other than the ul- 
timate consumer in excess of 25% of 
gross sales and gross annual sales of 
more than $1 million take a special 
loading which is figured by IMIB on 
application of the fire rating organiza- 
tion. The old rules also called for this 
treatment where the risk had annual 
sales in excess of six times the aggre- 
gate maximum value of inventory at 
all locations, even if these did not ex- 
ceed $1 million. 

Among rule changes, one of the most 
noteworthy is that credit for other fire 
insurance and EC may no longer be giv- 
en. The “pick-up” endorsement, which 
never did apply to lines other than fire 
and EC, has been eliminated. 

The other insurance clause of the 
commercial property form, unlike that 
in the old mercantile block basic form, 
makes coverage under the program ex- 
cess over any other insurance—cover- 
ing only the amount in excess of that 
due from other insurance, whether col- 
lectible or not, after application of any 
coinsurance or other clauses affecting 
the amount collectible under the other 
contracts. The old form prohibited oth- 
er insurance, but the prohibition did 
not apply to credited fire and EC or to 
a boiler policy, elevator insurance, com- 
prehensive glass cover or an ocean 
marine contract. 

The eligibility rules have been clar- 
ified. A specific prohibition of commer- 
cial property coverage for a manufac- 
turing risk has been added and other 
changes made to emphasize that the 
program is only for risks which are es- 
sentially in the mercantile class—retail 
or wholesale. There is an exception, as 
before, but this is now considerably 
clearer. Under present wording, if the 
account is otherwise eligible, property 
described in the ineligible list may be 
covered if its value does not exceed 
10% of the total property value, both 
on a per-location basis. Even in such 
a situation, however, the rule may con- 
flict with the wording of the CPF, in 
which case the latter governs. For ex- 
ample, except as to a limited number 


| of perils (fire, aircraft, explosion, etc.), 


recovery on furs is restricted to $1,000 
per occurrence. Thus, a store with in- 
cidental fur sales, but fur values in 
excess of $1,000, could be eligible but 
inadequately protected. To correct this, 
it is permissible to exclude furs entirely 


and arrange coverage of them by some 
other means. 

The extensions of new form are more 
prominently placed and a new one add- 
ed—covering up to 5% on personal ef- 
fects of the insured or others in or on 
the premises against fire and the EC 
perils. 

Several exclusions which formerly 
appeared under those having to do with 
property have been re-worded and 
placed among those having to do with 
perils. There is a new exclusion of books 
of record, manuscripts and other speci- 
fied documents and records, with the 
common provision that the policy does 
cover the cost of blank books, cards, 
etc., plus the cost of labor in transcrib- 
ing or copying the records. Both old 
and new forms, however, are direct 
damage contracts—the newer one with 
a specific exclusion of “consequential 
loss’—so this change is probably for 
emphasis rather than different intent. 

The $50 deductible clause has been 
reworded. It now specifies that cover- 
age applies only when loss exceeds $50 
in an occurrence and then only for the 
excess. Further, to the perils to which 
the clause does not apply has been 
added sprinkler leakage. It formerly 
excepted wind and hail without quali- 
fication, but this now reads “windstorm 
or hail to property contained in any 
building,” though there may be some 
territorial variation on this. 





Wilson Production 


Head of Travelers 


Vice-president M. T. Wilson has 
been named an officer of the executive 
department of 
Travelers compa- 
nies, and has as- 
sumed executive 
direction of pro- 
duction of life, ac- 
cident, casualty, 
marine and surety 
bond business. He 
replaces vice- 
president Esmond 
Ewing, who has 
retired. 

He joined Trav- 
elers in 1929 as 
engineer at Charlotte, N.C. Later he 
served there as special agent and fire 
and marine manager, and in 1940 be- 
came superintendent of agencies at 
the home office. He served as secretary 
of the southern department and later 
as secretary of the two fire companies 
before being elected vice-president. He 
was elected vice-president of Travelers 
and Travelers Indemnity in 1954. 


J. N. Walsh Jr. Heads 


Buffalo Association 


John N. Walsh Jr. has been elected 
president of Greater Buffalo Assn. of 
Insurance Agents, Robert M. Rublee 
vice-president, Raymond C. Biondolil- 
lo secreiary and Joseph J. Ruh treas- 
urer. 





M. T. Wilson 








Godchaux & Mayer Moves 


New Orleans general agency of God- 
chaux & Mayer has moved its offices 
from 817 Union street to a new, four- 
story building at 830 Union street. The 
new quarters will provide 10,000 
square feet of floor space. 











NOSKER EMPLOYMENT AGENCY 


Insurance Specialists 33 years 
Operating in California exclusively 


FRANK D. NOSKER 


GENERAL MANAGER 
610 So. Broadway Los Angeles 14 




















yw 




















i A ea it: 





September 20, 1956 


HtieNATIONAL UNDERWRITER 


55 








Black Puts Up Defense of Agency System 


(CONTINUED FROM PAGE 1) 





excluding directing companies, amount- 
ed to $52 billion. This was two-thirds 
of the total business written, or, rough- 
ly, $29 billion more than the writings 
of all other companies combined. In 
1955 the total written by the same stock 
companies was $7 billion, two-thirds 
of the total and $314 billion more than 
all other companies combined. 

This does not, he observed, sound 
like the output of an ailing or dying 
institution. 

What are the prospects for the part- 
nership as competition becomes more 
severe and more trying? he asked. One 
way to meet the competition of so- 
called direct writers and companies de- 
viating from bureau rates is to find 
some place to save money. Certainly 
there is no room for over-all reduction 
of rates sufficient for this purpose. The 
easy thing to do, as some companies 
have done, is simply to take a reduc- 
tion out of the agent’s pocket and turn 
it over to insured. This seemed a sim- 
ple step and could be taken rather 
promptly. 

“But to me this is a scheme, a trick, 
a device that will entail great dangers 
if pursued to the ultimate. At what 
point can our business reduce the 
agents’ income and still maintain the 
calibre of men and women who make 
up the American agency system?” 


Ultimately, he went on, a point will 
be reached where the high principled, 
morally decent and honest citizens of 
the community would no longer be at- 
tracted to the agency system of mer- 
chandising insurance. It would be too 
bad if the business wound up attracting 
as agents persons who do not possess 
the high degree of integrity and hon- 
esty necessary to administer this busi- 
ness as is being done today. Reduction 
of rate levels to a point that would 
bring the agent’s compensation to an 
unreasonably low level would spell the 
doom of the agency system, he said. 

What other measures are there for 
meeting competition? He suggested that 
one method might be to enact new state 
rating laws which would establish a 
single rating bureau in each state re- 
quiring membership of all companies. 
The law might stipulate that all rates 
will be based on the experience of all 
companies writing in the state. Such 
legislation no doubt would have to con- 
tain a deviation section, but the devia- 
tion provision should be spelled out 
much more carefully and clearly than 
in the present all-industry laws. These, 
he said, have brought on much confu- 
sion that is harmful to the public, agents 
and companies. 


Price alone is not the sole answer to 
all problems, though the agency system 
must be competitive, he said. Merchan- 
dising methods should be modernized. 
He suggested that agents examine their 
advertising. Are they doing enough of 
the right kind of advertising? Are they 
doing enough hard selling, or are they 
spending too much time on non-produc- 
tive paper work? Are their offices in 
locations where people can reach them 
readily? 

The companies, too, should continue 
their self-examination, redouble their 
efforts to improve merchandising meth- 
ods, find more economical ways of con- 
ducting their operations. Improvement 
of the agency system is a job for both 
partners in it, companies and agents, he 
asserted. 

So much criticism has been leveled 


at the agency system, he emphasized 
some of the things that he believes are 
right about it. Take the institutions 
that the agents and companies support, 
rating bureaus for example. Over the 
years they have collected at great ex- 
pense and effort a vast amount of infor- 
mation on risks of every kind in all 
parts of the country, and on this is 
based the pricing of coverage. A 
principal aim of all this work is to see 
that rates are not excessive, and the 
bureaus have done a good job in pre- 
venting unfair discrimination. National 
Board is another example of the many 
fine institutions supported by the agen- 
cy system, organizations which are so 
important that if they were eliminated, 
the essential services they render 
would have to be afforded by the very 
companies that now seek to tear down 
and destroy them. 

Mr. Black strongly encouraged agents 
to protect their way of business life and 
support it fiercely. 


That system faces many challenges 
today. An example is the growing num- 
ber of companies and insurers doing 
business throughout the country and 
siphoning off premiums at an alarming 
rate without the benefit of licensing 
by the state. These companies and un- 
derwriters are not compelled to use the 
forms or rates that admitted, licensed 
companies are very properly required 
by law to use. Such unlicensed compe- 
titors are not forced to comply with 
those requirements of the law which 
forbid excessive or unfairly discrimi- 
natory rates. They do not pay taxes as 
licensed companies do. They contribute 
nothing to the support of the rating 
bureaus or other organizations that 
assist in conducting an orderly busi- 
ness. They charge what rate they 
please, they may discriminate as they 
choose, and they change forms by tri- 
fling extensions of coverage or incon- 
sequential restrictions. They are tak- 
ing out of the market hundreds of 
millions of dollars in premiums every 
year. Their method of operation is 
harmful to the interests of agents. The 
agents’ association can do much to cor- 
rect this situation, he declared. 

If agents and companies each do 
their utmost to provide the best service 
to the public of which they are capable, 
he concluded, they will be compensated 
fairly for their efforts. 





Cal. Agent Wins 


Insignia Contest 


NEW YORK—W. Stanley Pearce of 
Palo Alto, Cal., won first prize of $1,- 
000 in the NAIA public relations con- 
test for his insignia using eagle and 
initial with the legend: Your independ- 
ent insurance agent “serves you 
first.” He was presented the prize at 
the advertising and PR _ workshop 
during the annual NAIA convention 
here. 

More than 1,000 entries were re- 
ceived in the contest, which offered a 
total of $1,500 in prizes for the best 
seal, symbol, insignia or designation 
to distinguish between the independ- 
ent local agent and direct writer com- 
petitors. 

Other prize winners were George W. 
Good of Winchester, Va., Dexter 
Whittle of Seattle, William B. Dennis 
of Grundy, Va., Clarence T. Murray 
of Argonaut group .of California, and 
Fred C. Butt of Washington, D. C. 














_~ Booth,Potter,Seal & Co. 
Public Ledger Building 
Philadelphia 6, Pa. 


— ~ REINSURANCE 





ON INDEPENDENCE SQUARE 











DIRECTORY OF RESPONSIBLE 





INDEPENDENT ADJUSTERS a 





CALIFORNIA 


INDIANA 








W. C. QUIGG & ASSOCIATES 
248 Spreckles Theatre Bldg., San Diego 1, Calif. 
Telephone BE 2-5138 
Service Office: 120 N. Orange Ave., El Cajon 
Telephone HI 4-3139 
ADJUSTMENTS — ALL LINES 
Member Calif. Assoc. Independent Adjusters 





ILLINOIS 





JOHN H. HUNT & CO. 


330 S. Wells St. Chicago 6, Ill. 
Investigators and Adjusters 
ALL CASUALTY LINES 
Servicing Chicago & vicinity, Waukegan, 
Ill., Gary, Hammond and Northwestern Ind. 
Waukegan a Gary Branch: 
4 S. Genesee St. 1228 W. 5th St. 
Tel. DEita - $822 Tel. TUrner 2-9338 
4 Hour Service 
Phone HArrison 7-01 53 Night—TErrace 4-7840 











Since 1920 
E. 8. GARD & CO. 


Chicagoland Casualty Claims 
175 W. Jackson Blvd. WAbash 2-8880 


NEVADA 











R. L. GRESHAM & CO. 
Multiple Line Adjusters 


312 North 5th Street 
Mb Las Vegas, Nev. 
Servicing Beatty and Ploche, Nevada—St. 


George and 
Cedar City, Utah—Kingman, Arizon a—Needles and 
Baker, California, and Intermediate Points 











JAMES J. HERMANN CO. 


175 W. Jackson, Chicago 
HArrison 7-9381 


Aurora, Ill.—Merchants Nat’l. 
Bldg.—Aurora 6-5125 
Waukegan, Ill.—110 N. Genesee St. 


MAjestic 3-4540 
Jaliet, Ill Morris Bldg. 


JOliet 6-2613 
Ottawa, Ill. A emg 7 a Building 
Ottawa 





OHIO 











J. R. McGowan, Pres. 
THOMAS T. NORTH, INC. 


Adjusters All Lines 


Phone HArrison 7-3230 
175 W. Jackson Bivd., Chicago 4 


- R. BALL, INC. 


Fire — Inland Marine 
Allied Lines 
1544 Hanna Building 
Cleveland 15, Ohio 
Phone SUperior 1-7850 | 
Night Phones: MOntrose 3-7664 
FLorida 1-5095 

















J. L. FOSTER & R. K. FOSTER 
Insurance Adjusters 
First National Bank 

Building 
Springfield, Illinois 
: Tel. 8-7555 
Inland Marine Casualty 





Fire 





THOMAS D. GEMERCHAK 


Insurance Adjustments 
All Lines 


416 Citizens Bldg., Cleveland 14, Ohio 
Phones Off. Su. 1-2666 — Res. Fa. 1-9442 








OKLAHOMA 











LIVINGSTONE 
ADJUSTMENT SERVICE 
619 E. Capitol Ave., Springfield, Illinois 
Branch Offices: Decatur — Mattoon — 
Mt. Vernon — Belleville — Quincy 
Covering Central and Southern Illinois 
All Lines of Fire & Casualty 





Cc. R. WACKENHUTH AND SON 
C. R. WACKENHUTH | R. C. WACKENHUTH 


ADJUSTERS FOR THE COMPANIES 
ALL LINES 


301 Mid-Continent Bldg., Tulsa, Oklahoma 
Phones LU 2-5460 GI 7-3850 











UTAH-IDAHO 











JOHN H. HUNT & CO. 


330 S. Wells St. Chicago 6, Ill. 
Investigators and Adjusters 
ALL CASUALTY LINES 
Servicing Chicago & vicinity, Waukegan, 
Ill., Gary, Hammond and Northwestern Ind. 
Waukegan Branch: Gary Branch: 
4 S. Genesee St. 1228 W. 5th St. 
Tel. DElta 6-8822 Tel. TUrner 2-9338 ° 


24 Hour Service 
Phone HArrison 7-0153 Night—TErrace 4-7840 








IHSURANCE ADJOSTERS 


428 So. Main - Salt Lake City, Utah 
Tandy & Wood Bidg. - Idaho Falls, Idaho 
Sonnenkalb Bidg. - Pocatello, Idaho 
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Robert C. Stev- 
ens of Niagara 
Falls; Mrs. Herbert 
S. Brewer of Lock- 
port, N.Y., and Mr. 
Brewer shown at 
the NAIA conven- 
tion in New York. 
All three were ob- 
serving their 
birthday anniver- 
saries Sept. 16. 


At the NAIA convention in New York: Louie E. Woodbury of Wilmington, 
N.C., executive committeeman, President Kenneth Ross of Arkansas City, Mil- 
ton W. Mays of America Fore, and Dave McKown of Oklahoma City. 


At Aetna Casu- 
alty headquarters 
during the NAIA 
convention in New 
York: John Sheiry 
of Bridgeton, past 
president of the 
New Jersey asso- 
ciation, Mrs. R. E 
Brown Jr., whose 
husband is with 
Aetna Casualty, 
and Alan H. Mil- 
ler of Hackensack, 
newly elected 
president of the . 
New Jersey asso- At Seaboard Surety headquarters during the NAIA convention in New York: 
ciation. Frank E. Schiele, superintendent of agencies; H. A. Stevens of Fidelity & De- 
posit; Mrs. R. R. Lemcke and Mr. Lemcke of Newark, Seaboard Surety general 
agent, and D. H. Colyer, underwriting superintendent of Seaboard Surety. 


Mrs, E. F. Young 
of Charlotte, N.C.; 
Mrs. John V. Ad- 
dy, wife of the 
vice-president of 
Appleton & Cox, 
and Mrs. Joe N. 
Trice of Richmond, 
at Appleton & Cox 
headquarters dur- 
ing the NAIA con- 
vention in New 
York. 





Four chairmen of the NAIA property committee shown at the NAIA meeting 
in New York: Maurice Hartson of New Orleans, Arthur M. O’Connell of Cincin- 
nati, Archie Slawsby of Nashau, N.H., and H. Earl Munz of Paterson, N.J., the 
present holder of the post. 


Mrs. L. C. Beery 
of San Antonio; W. 
W. Allen, vice- 
president of Home, 
and Mrs. H. J. Ge- 
scheidler of Ham- 
mond, Ind., shown 
at Home head- 
quarters during 
the NAIA conven- 
tion in New York. 

At the state secretaries’ meeting during the NAIA convention in New York: 

Trev Burrow of California, Drex Foreman of Texas, Lloyd Greer of South Caro- 

lina, William Day of Georgia, and Walter McCord of Kentucky. 
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the world's largest glazing project -.-- 










The Commonwealth Promenade Apartments, 2800 Sheridan Rd., and the 
900 Esplanade Apartments, 900 Lake Shore Drive, Chicago, is the largest 
single glazing job in the world. 


The fact that there are about 10 acres of glass involved is a good indica- 
tion of its size. onan 


We, at American, are extremely proud to be associated with this project. 


8 











CALL 
MOhawk 4-1100 








Commonwealth Promenade Apartments 900 Esplanade Apartments 
Mies Van Der Rohe—Architect Mies Van Der Rohe—Architect 
Friedman, Alshuler & Sincere—Associate Architects Friedman, Alschuler & Sincere—Associate Architects 


Herbert Construction Co.—Centractor Herbert Construction Co.—Contractor 





eC cior —— ‘simple glass replacement 


itis , 


WITH SPEED AND DEPENDABILITY 


Proud as we are to be associated with the project above, we wish to stress that we give 
the same unequalled service, price and dependability on any job, whether it’s a simple 
door lite replacement or the largest project in the world. 

In order to improve our service even further, we recently had two way radios installed in 
our fleet of service cars and trucks. 

Now it is possible to call our office for service and have a radio dispatched vehicle surveying 
your needs within a matter of minutes. 

This constant desire to give you and your assureds the best kind of service has been 
responsible for the fact that 90% of our business is repeat. 

We solicit the opportunity to make your assureds satisfied, thereby making your job of 
coverage renewal easier. 


Normand Beris, President 


Members of 


(Boe C Ta? V4 F Z 2 (£411 4 Chicago Association 


1030-42 NORTH BRANCH STREET: CHICAGO of Commerce 
“Recognition Merited by Our Service’’ 











REINSURANCE 


Top-grade results in any 


field depend on the best 
tools plus the tightest 


team-work. 


Example in Reinsurance: 
An Employers treaty plus 
our close co-operation — 
aimed directly at top- 
grade results. 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK CHICAGO SAN FRANCISCO LOS ANGELES 
107 William St. 175 W. Jackson 100 Bush St. 1139 W. 6th 





